JeeNATIONAL UNDERWRITER 


-.90¢ a copy 
21$7.50 a year 


—The National Weekly Newspaper of Life and A&S Insurance— 


Second class postage paid at Chicago. 


Published weekly (with two extra issues in September) at 175 W. Jackson Blod., Chicago 4, Illinois. 


January 7, 1961 
65th Year, No. | 


——i 








—_— 
—_— 


Urges Step-Rate Tax To Avert 
Revolt By Youth Against OASI 


The social security OASI system 
idepends so much on younger people 
paying the costs of 
older ones, a situ- 
ation that will get 
increasingly acute, 
that it would be 
desirable to sub- 
stitute a three- 
step tax rate basis 
for the present 
flat rate, accord- 
ing to Frank G. 
Dickinson, philan- 
thropy study di- 
rector of National 
Bureau of Eco- 

nomic Research and retired director 
‘of American Medical Assn.’s bureau 
sof medical economic research. His sug- 

gestions are made in an article in the 

‘December issue of the Journal of In- 

urance, published by American Assn. 
Jof University Teachers of Insurance. 
‘Following is the portion of the article 
uidescribing the three-step tax basis 

and telling why it would be desirable. 


The emerging image of social secur- 
‘ity is similar to the image of frater- 
inals. Fraternal assessment insurance 
“was very popular in the United States 

at the turn of the century. These so- 
cieties sprang up all over the country, 
particularly in the middle west, where 
men and women joined together to 
form these societies (lodges) not only 
from a desire for brotherhood but also 
from a desire to enjoy very cheap life 
insurance rates. 

They usually excluded from their 
membership all persons over 45 years 
of age and, more often than not, re- 
quired the applicant to pass a medical 
jexamination. All members, being 
‘equals, were charged the same as- 
sessment when a death occurred. The 
balance in the treasury usually was 
sufficient to pay one death claim. 


{Enjoyed Good Mortality 


The society enjoyed a very favorable 
‘mortality experience during the first 
‘/five or 10 years. There are many in- 
stances of fraternal assessment soci- 
'eties being able, during the first 10 
years, to furnish life insurance to their 
membership at an average cost of one- 
ithird of the average cost of a level 
‘premium plan for the membership. 

This assessment insurance system of 
\fraternals worked very well indeed for 

.3jcharter members (and those who 
*|joined soon after) who died within the 
tl first 10 to 20 years after organization. 
But as time went on the death rates 
ijincreased and the number of assess- 
"ments per year rose. These increases 
diame rather slowly at first and then 
3jat an accelerated rate. 

The death knell of the fraternal as- 
28@ssment societies came when the rates 
tifor a young man, say age 20, began to 
sapproach or threatened to approach the 
3 amount of the level legal-reserve pre- 
tmium rate. Then young men, despite 
tthe entreaties of their uncles, aunts, 
sland parents to join the fraternal so- 
2¢lety, preferred level premium insur- 


F. G. Dickinson 


ance because of the understandable 
fear that the number of assessments 
per year would rise even further in 
the future. Bankruptcy or reorganiza- 
tion followed. 

Will the social security principle 
someday face a death knell as did the 
fraternal assessment insurance princi- 
ple? When? Prior to the 1960 amend- 
ments the taxes (premiums) to be paid 
over the years by the employer and 
the employe for a young man of age 
20 were about 170% of the actuarial 
value of the benefits. (Loading for ex- 
penses is another and complex sub- 
ject.) When that figure approaches 
200%, the problem faced by the fra- 
ternal assessment societies may have 
to be faced in the social security oper- 
ations. 

One cannot quite predict when it 

(CONTINUED ON PAGE 16) 





N. Y. DEPARTMENT RULES: 
Policy Bought Via 
Insurability Rider 
Can‘t Bar Suicide 


NEW YORK—The New York de- 
partment has ruled that life insurance 
policies bought pursuant to guaranteed 
insurability riders cannot contain the 
usual two-year suicide clause. The 
limitation may run only for two years 
from the issuance of the base policy 
to which the guaranteed insurability 
rider is attached. 

The 19 companies involved are 
studying the ruling and have not yet 
decided whether to take the matter to 
court. 

The suicide clause in policies bought 
pursuant to the widely popular riders 
insuring future insurability at stated 
times and for stated amounts was the 
subject of hearings before First Deputy 
Samuel C. Cantor a year ago this 
month. Much of the testimony dealt 
with whether the companies, in fixing 
the additional premium to be charged 
for the rider, could include therein an 
amount designed to cover the risk of 
suicide within the two-year period 
following issuance of the policies that 
the insurers might be called upon to 
issue. 

Charles Dubuar, the department’s 
chief actuary, testified the needed 
charge is negligible and that a loading 
built into the original rate is sufficient 
to cover it, hence the insurer can’t 
justify the suicide exclusion during 
any but the original two-year period. 
The companies’ witnesses denied this 
and said the premium is calculated on 
the assumption that the company will 
be free of the suicide risk during the 
first two years following issuance of 
each of the new policies issued pur- 
suant to the option. 

Mr. Cantor, however, based his opin- 
ion not on that point but on the ground 
that putting a two-year suicide clause 

(CONTINUED ON PAGE 2) 





Annuitants Get 
Break In N. Y. Tax 


Interpretation 
ALBANY—The New York State 
Assn. of Life Underwriters has re- 
quested and received clarification of 
the taxation of annuities from Edward 
H. Best, counsel for the New York 
department of taxation and finance. 
The New York state tax law was 
completely revised in 1959 and, among 
other changes, the provisions of the law 
were made similar to those of the 
federal internal revenue code. Under 
these changes, the state now allows 
the taxpayer to figure his adjusted 
gross income by the same formula as 
permitted under the federal law. 


Possible Double Tax Seen 


Through careful examination of 
both the old and new laws and their 
relationship to the federal act, the 
state life underwriters association dis- 
covered that annuitants would be sub- 
ject to possible double taxation on a 
portion of their income. Under the new 
law the same exclusion ratio is used as 
under the federal law; however, be- 
cause of a difference in the New York 
state law prior to the taxable year 
1960, an annuitant may have had to 
report a greater portion of his income 
for state purposes than for federal. 

As a result of the investigation and 
of the ruling, every annuitant and 
widow with a lifetime option settle- 
ment will greatly benefit through a 
lower tax. The letter from Mr. Best 
to the New York state association 
clarifying the situation and outlining 
the process through which a refund of 
excess payments may be claimed is 
as follows: 

“The New York state income tax 
law was completely revised to con- 
form with the federal internal revenue 
code. For taxable years ending on and 
after Dec. 31, 1960, the starting point 
in computing New York taxable income 
is the adjusted gross income reported 
for federal income tax purposes. Since 
the taxable portion of an annuity pay- 
ment is included in federal adjusted 

(CONTINUED ON PAGE 2) 


AAUTI Elects Gregg 
President At Its 
Si. Louis Meeting 


Proposed Name Change 
Being Put To Mail Vote; 
Bickley Moves To Ist V-P 


ST. LOUIS—Following its custom of 
a Christmas holiday annual, American 
; cvcswmewmma ASSN. Of Univer- 
sity Teachers of 
Insurance met here 
last week and ele- 
vated Davis. W. 
Gregg, president 
American College, 
to the presidency, 
succeeding J. Ed- 
ward Hedges, In- 
diana University. 
One of the more 
important events 
of the two-day 
meeting was the 
proposal of a change of association 
name. The suggested name, American 
Assn. of Risk and Insurance, will be 
voted upon by mail ballots. No change 
in the constitution, by-laws or voting 
rights of members is involved in the 
proposed change. 


Herrick 2nd V-P 


Second vice-president John S. Bick- 
ley, University of Texas, moved up to 
lst vice-president and Kenneth Her- 
rick, Texas Christian University, was 
named 2nd vice-president. Appointed 
to the executive committee were E. J. 
Faulkner, president Woodman Accident 
& Life, and Mark R. Green, University 
of Oregon. Joseph F. Trosper, South- 
ern Methodist University, continues as 
secretary-treasurer. 

A new special committee on insur- 
ance school curricula was set up and 
will be headed by Mr. Hedges. College 

(CONTINUED ON PAGE 138) 





Davis W. Gregg 





The officers of General Agents & Managers Conference get together for a 
discussion of conference affairs during an executive committee meeting at 
NALOU’s new headquarters building in Washington, D.C. From left are L. Kent 
Babcock Jr., Aetna Life, Philadelphia, treasurer; C. Carney Smith, Mutual 
Benefit Life, Washington, D.C., secretary; Robert B. Pitcher, John Hancock, 
Boston, vice-chairman; Carr R. Purser, Penn Mutual Life, New York, national 
chairman, and Leonard T. Smith, Prudential, Cranston, R.I., immediate past 


national chairman. 
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1960 Closing Bids On 
123 Insurance Stocks 


The year-end closing bid prices on 
the following list of insurance stocks 
is submitted by Cartwright, Valleau 
& Co., Board of Trade Building, Chi- 































cago. This is the list that appears 
monthly. 
Company 12/31/59 6/30/60 12/30/60 
Aetna Cas. . 805% 78 96 
Aetna Fire . 76 79 91% 
Aetna Life . 85% 8012 9742 
Agricultural . 28 31 31% 
li Am. L. & C. .. 10 834 82 
Am. Equitable ........ 4042 36 4212 
Am. General 33% 3412 30% 
Am. Home . 40 43 41 
American ... 26% 26 27% 
Am. Motorists 14 13% 17 
Am. National ............ 85 7% 7% 
Am. Reinsurance .. 422 43 41 
Pe  Qaaeee : 2934 3012 23 
Bankers & Shippers 57 55 55 
Bankers Natl. Life 19 2058 22 
Beneficial Std. Life 15% 14 15% 
"eR 33 3356 31% 
mo A... 40 412 421 
Cal.-West. 5642 50 5042 
Camder ....... 34 33% 32% 
Combined ................... 33 34 37 
Commonwealth ..... 21% 18% 21 
Conn. General 354 3A5 400 
Cont. Assur. 155 141 180 
Cont. Cas. .. 72 72 8742 
Continental : 54% 52% 56% 
Corroon & Reynolds 14% 14% 15 
Crown Life, Can. .. 167 195 225 
Crum & Forster .... 68 64 72 
Empl. Grp. Assocs. 36 40 39% 
Employers Reins. .. 53 51 61% 
Farmers Unde. ......... 35 35 42 
SPIED . « scnincasnetsicsestvece 53% 50%, 57% 
Fidelity & Deposit 50 4612 4812 
Fireman’s Fund ...... 51% 56 5334 
Franklin Life ........ 77 67 76% 
General Amer. Corp. 170 146 157 
General Reins. ...... 91 99 121 
Glens Falls .............. « 3546 39% 
obe & Rep. ......... 2012 19% 21% 
Govt. Employees ..... 88 78 89 
Govt. Employees Life 59% 58 6414 
Great American .... 43 43% 4912 
Gr. Am. Life Und. 680 640 770 
Great Southern Life 83 68 68 
Great-West Life .... 344 345 395, 
Gulf Ins. ae 40 37 181 
Gulf Life . 20% 1852 423% 
Hanover .... : 3942 4212 42% 
Hartford Fire .......... 50% 48% 573% 
Hart. Steam Boil .. 8642 15 91 
IND cilinhisithemiediannsindinn 53 5442 63 
Imperial Life, Can. 74 80 90% 
Ins. Co. of No. Am. 65 64 77 
Interstate F.&C. .... 15% 12% 141% 
Jeff. Standard Life 48% 38% 42 
RINNE ‘sscabsicnasiisiasignceses 35 31% 34 
es eS ee 25 28% 3542 
ee eee 1420 1220 1340 
2 eee ee 33 
Liberty Natl. Life .. 624% 56% 5814 
Oe ee eee 13% 
ee eee 22 16% 16% 
ty 2 (ee 50 50% 5642 
Lincoln Natl. Life 245 237 230 
Maryland Cas. ........ 36% 3512 3654 
Mass. Bonding ........ 36% 41 39 
Mass. Indemnity .... 3912 40 39% 
Mass. Protective .... 66 71 69 
Merchants Fire ...... 30% 31 35 
Merch. & ee 13% 12% 14 
Midwest United ...... 36 35% 3712 
Monumental Life .. 57 52 56% 
National Fire .......... 142 142 123 
Natl. Life & Acc. .. 115 98 114% 
Natl. Old Line ...... 15% 15% 15% 
National Reserve .. 158 155 148 
National Union .... 36% 35% 4012 
Nationwide Corp. .. 37% 32% 2634 
New Amst. Cas. .... 48% 50% 62 
New Hampshire .... 51 52 52 
Northeastern ............ 12 12 12% 
No. Am. Life ........ 14 13% 14% 
Northern of N. Y. 41%2 393% 41% 
Northern Life ........ 136 136 130 
. A ee 98 93 88 
N. W. Natl. Life 97 93 90 
i Ee, © Sea 2842 234 24 
Old Line Life ...... 72 60 60 
Old Republic Life 15% 19 184% 
Old Republic Ins. .. 14 15% 14%, 
Pacific of N. Y. .... 58 55 55 
Pacific Indem. ....... 215% 25 33 





Gerber Reappointed 
Illinois Director 


Democratic Gov.-elect Kerner of Il- 
iinois announced last week that Joseph 
S. Gerber will be retained as insurance 
director. Mr. Gerber is the only mem- 
ber of Republican Gov. Stratton’s 
cabinet who will serve under Gov. 
Kerner, who commented about Mr. 
Gerber: “From all I hear, he has been 
doing a good job. I’m simply trying to 
find the best men regardless of party.” 

Chicago papers already are suggest- 
ing the appointment may not run past 
the legislative session, although noth- 
ing official has been said to indicate 
the appointment is anything but for 
a full four-year term. Mr. Gerber has 
served four years under Gov. Stratton. 








Company 12/31/59 6/30/60 12/30/60 
IE a cictisscsitsaccrens 22 21% 22% 
Philadelphia Life .. 4356 4912 55 
Phoenix of Hartford 8242 78 83 
Prov. Life & Acc. 99 81 81 
Prov. Wash. ........... 2042 2042 18% 
Quaker City Life .. 4634 50% 44 
Reinsurance Corp. 19 21% 2112 
OES See 49 53% 5742 
Republic, Dallas .... 60% 55 58 
Republic Natl. Life 33 35% 3342 
St. Paul F. & M. .. 60% 56% 61 
Seaboard Surety .. 43 33 39 
SOCUrILY _ ...-cccccsescecsesee 42 51% 55* 
Southland Life ...... 93 88 88 
Southwestern Life 60 52 53 
Springfield F. & M. 3052 3234 3452 
Standard Acc. ......... 5842 49% 472 
Standard Life ........... 60 50 492 
TE 8534 8342 93 
United, Chicago .... 33% 35% 32 
United Services Life 49 46 60 
U. S. F. Se 35 4012 41% 
U. S. Fire 28% 29% 3012 
U. S. Life 43% 3912 422 
Var. Annuity Life ow eee 45 
Wash. Natl 5642 4612 45 
Wis. Natl. Lif 4042 31 281 
Westchester ....... 293% 2934 3342 
Western Cas. ........... 394 39% 42 
West Coast Life ... 31% 31 31 


* Offering price 


Blackford Reappointed 


Mich. Commissioner 

Commissioner Frank Blackford of 
Michigan has been reappointed by 
Gov.-elect John Swainson to fill out 
his term which expires Oct. 11, 1963. 
The appointment is a surprise to in- 
dustry and a number of politicians, 
because Mr. Blackford had publicly 
stated he would resign Jan. 1 to take 
up the full time study of law. 

Mr. Blackford, who has never been 
confirmed by the Republican senate, 
filled out the unexpired term of Joseph 
A. Navarre, resigned, and was reap- 
pointed last year by Gov. Williams. 
He will fill out this term under the 
Swainson administration. 


Annuitants Get Break In 


N. Y. Tax Interpretation 
(CONTINUED FROM PAGE 1) 
gross income, the same portion of the 
annuity is includible for New York 
personal income tax purposes. In other 
words, the same exclusion ratio is used 
for federal and New York income tax 
purposes. 

“Because of the difference in the 
method of computing the taxable por- 
tion of an annuity for federal and New 
York income tax purposes prior to 
1960, an annuitant may have reported 
a greater portion of his annuity pay- 
ment for New York income tax pur- 
poses than for federal income tax 
purposes. In order to avoid double 
taxation in such case, the annuitant 
is permitted to deduct from his federal 
adjusted gross income the amount by 
which his total annuity payments pre- 
viously taxed for New York income 
tax purposes exceed the total annuity 
payments previously taxed for federal 
income tax purposes. Such deduction 
is claimed in schedule A of the New 
York personal income tax return en- 
titled, ‘Changes from federal adjusted 
gross income, subtractions.’ ” 


3 To Address Gotham Group 


NEW YORK—“Our best in ’60” will 
be the topic at the Jan. 11 luncheon of 
the Gotham group of Life Insurance 
Advertisers Assn. 

Kenneth L. Brooks, Prudential di- 
rector of sales promotion, William C. 
Heimburg, New York Life public re- 
lations associate, and Thomas F. Lavin, 
Equitable Society sales promotion su- 
pervisor, will give the details of the 
most successful idea that each of these 
companies introduced to its agency 
force in 1960. 


Zurich American Life 


Beginning Operations 


Zurich American Life is beginning 
operations this week. The new affiliate 
of the Zurich or- 
ganization, incor- 
porated in Illinois, 
is also licensed in 
Florida, Indiana, 
Michigan, Ohio, 
Pennsylvan- 
ia, and the Dis- 
trict of Columbia, 
and additional ap- 
lications are pend- 
ing. 

Operations will 
be directed by 
James Bowling, 
assistant secretary and administrative 
officer of Zurich American Life. The 
company will offer a portfolio of in- 
dividual life policies, including ordin- 
ary, limited payment, endowment, re- 
tirement income, term, and family 
income. 

Zurich originally had expected to 
use the facilities of an existing affiliate, 
Zurich Life, which was incorporated in 
New York in 1947 and has confined its 
writings largely to group and credit 
life. Although Zurich Life will write 
individual life policies in New York, it 
was decided that for country-wide op- 
erations an entirely new company 
would give the individual life program 
greater flexibility. 

Zurich American Life will solicit 
business on a brokerage basis. 

Mr. Bowling has a background of 
23 years in the life and A&S fields. 
After 10 years with Hoosier Casualty 
of Indianapolis, he joined Fidelity 
Life & Income of Benton Harbor, 
Mich., becoming superintendent of life 
development. In 1956 he went with 
American Casualty, and in 1958 was 
named assistant secretary and chief 
administrative officer of a newly 
formed affiliate, Valley Forge Life. 





James Bowling 


Stock Dividends For 


Continental Companies 

Directors of Continental Assurance 
late Wednesday announced a proposal 
for a 50% stock dividend and the stock 
was quoted 182-187 on the news. There 
will be a 25% stock dividend for Con- 
tinental Casualty and this word sent 
the stock to a new all time high of 87- 
90. 

BERTRAND J. PERRY, 86, retired 
president and chairman of Massachu- 
setts Mutual, died at Hanover, N. H. 
He was hospitalized with double pneu- 
monia. Mr. Perry joined Massachusetts 
Mutual in 1897 as a clerk in the ac- 
tuarial department, rising through the 
ranks to the presidency in 1936, follow- 
ing the death of William H. Sargeant. 
In 1945, he was elected chairman, and 
was succeeded as president by the late 
Alexander T. MacLean. Mr. Perry 
continued as chairman until 1948, when 
he retired. He remained a director of 
the company until 1955. In 1924 he be- 
came one of the sponsors of Life Of- 
fice Management Assn., an organization 
which he later served as president and 
a director. He was also a director of 
Springfield Fire & Marine and of In- 
stitute of Life Insurance. In 1942 he 
received the fellowship award of the 
National Office Management Assn. 
for his contributions to the develop- 
ment of modern management methods. 


American Educational Life of Nash- 
ville has been licensed in Indiana. 


January 7, 196 


M. K. Kenny Appointed 
Excelsior General Mar. 


Melvin K. Kenny, who has been Ex! 
celsior Life’s assistant general man 
ager and directo, 
of agencies sinc 
1953, has been ap, 
pointed genera] 
manager. 

Mr. Kenny 
joined Excelsior j 
1945 and thred 
years later w 
named general su 
perintendent of 
agencies. He wag 
chairman of 
LIAMA’s_ Agency 
Management Con-} 





Melvin K. Kenny 
ference, 1959-60, a LIAMA director, 
1950-53, and chairman of the agency 
officers section of Canadian Life Of, 
ficers Assn., 1949-50. He is a CLU. 


E. V. Norton Is New 
Utah Commissioner 


The new insurance commissioner of 
Utah is E. Virgil Norton, associate 
manager at Salt Lake City of Aetn 
Fire. Mr. Norton, who succeeds Car 
A. Hulbert, resigned, operated his o 
agency, Intermountain Underwriters 
until 1957 when it was purchased b 
Aetna Fire. It is understood he ha 
arranged for early retirement fro 
Aetna in order to take on the stat 
position. Mr. Norton is a graduate o 
Utah State University and is chair 
man of the Salt Lake City Chamber o 
Commerce insurance committee. 












N.Y. Department Rules 
On Insurability Rider 


(CONTINUED FROM PAGE 1) 
into subsequently-issued policies vio- 
lates subsection 2 of section 155 of the 
insurance law, which deals with per- 
missible exclusions of causes of death. 
He takes the position that the base 
policy, the rider and all the subse- 
quently-issued policies are one contract 
and that, “since the statutory limita- 
tion on suicide exclusions applies to 
all insurance benefits flowing from an 
insurance contract, only the _ suicide 
clause as contained in the original or 
basic policy can be made applicable to 
the additional insurance benefits flow- 
ing from the basic policy regardless of 
the manner in which respondent may 
label same.” 

The hearing, requested by the com- 
panies, was based on Mutual of New 
York’s rider, but 17 other companies 
participated in the action. Massachu 
setts Mutual also requested a hearin 
and put on its own‘ witnesses. Mr, 
Cantor gave a separate but simila 
opinion on its rider. 

The 17 companies that joined with 
Mutual of New York are Aetna Life, 
Canada Life, Colonial, Connectiia 
General, Equitable Society, Guardian 
Life, Home Life of New York, John 
Hancock, Monarch of Massachusetts,) 
New England Life, New York Life, 
Penn Mutual, Prudential, State Mutual, 
Travelers, Union Mutual and United| 
States Life. 





Commonwealth Dividend Up 


The annual dividend of Common- 
wealth Life has been increased 20% 
to 24 cents a share. The first pay- 
ment at the new rate will be March 
1 to stock of record Feb. 15. Presi- 
dent William Abell estimates 1960 
operations will produce a 25% greate1 
gain than that of 1959. 





XUM 


muary ' 


y 7, 196 muary 7, 1961 LIFE INSURANCE EDITION 3 
































































inted 

Mor. 

been Ex. 

ral man 

| directo 

‘ies sinc, 

been ap, 

general RANKL 5 iy 

a YES, t 4 

celsior j 7 ’ 

i thre 

ter w 

neral su- = 

dent o 

He w pe 

mano 

Agency ie 

ent Con- —aee 

director, a> 

e agency 

Life OH THESE FOUR KEY HOME OFFICE 

EXECUTIVES CAME UP FROM THE FIELD 
FRANCIS J. BUDINGER 

r Francis J. Budinger has spent his entire business career in life 

sioner of insurance—and all of it with Franklin Life. Starting as an agent in 
Wilmette in 1923, he successively became General Agent in 
Chicago, Division Manager in Chicago-Cook County, and finally 


Regional Sales Director in the same area. A C.L.U. sinze the early 
30s, and past president of the Chicago Chapter of C.L.U., he is a 
skilled personal salesman, whose leadership abilities developed 
one of the company’s largest and most effective divisional organi- 
zations. Elected Executive Vice President in 1958, he is in charge of 
all Franklin agency activities. 





JAMES R. MALOY 
James R. Maloy joined the Franklin agency organization in Mont- 



































gomery, Alabama in 1952 after four successful years with Liberty 
National Life. He celebrated his first anniversary by qualifying for 
the exclusive Sixty Club (60 sales in 60 days). After a highly suc- 
cessful field career in sales and as Assistant Regional Manager 
in Alabama, to which position he was appointed in March 1955, 
he was called to the Home Office in 1957 as Director of Field = 
1) Training. In 1958 he was promoted to Director of Sales, and in 
ies vio- December of the same year to Vice President in charge of Agency 
5 of the Development. 
ith per- 
Pag GEORGE T. KAMATARIS 
subse- George T. Kamataris joined the Franklin organization in California 
contract in 1947. After several highly successful years as an agent he was 
limita- promoted to General Agent in Oakland. In May 1951 he became 
plies to Assistant to the State Manager in California with responsibilities 
from an in recruiting, training and supervising, and in 1953 was promoted 
suicide} to the newly created post of Assistant State Manager. He was 
sinal or called to the Home Office in 1958 as Director of Sales, and was 
nahin fe elected Vice President in February 1960. 
ts flow- 
winge a WILLIAM D. CLEMENTS, JR. 
y William D. Clements, Jr. joined Franklin's Philadelphia Division in 
1952 after five years of successful experience with Equitable of 
ie com- lowa. For two years he served as Regional Assistant to the Eastern 
of New Division Manager and then was appointed Manager in Collings- 
npanies wood, N.J. in 1954. He also served with spectacular success as 
ssachu instructor at the inter-division training schools at Hershey, Pa. and 
hearin, at the initial session of the midwest school at Starved Rock. He 
2s. Mr, was elected Vice President in November 1960 and assumes his 
simila Home Office duties in January. 
d with 
a Life, * 
ecticut, The vendly 
ardian INSURANCE 
John FRANKLIN LIFE coneasy 
— CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
futual, DISTINGUISHED SERVICE SINCE 1884 
United The largest legal reserve stock life insurance company in the U.S. devoted 





exclusively to the underwriting of Ordinary and Annuity plans 
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‘“‘COMPETITIVE?... YOU BET 
UNITED LIFE’S COMPETITIVE! 


Look at this FAMILY BENEFIT 
PACKAGE!’’ 






ects his basic life insurance 





Father sel 
plan. : 
He adds to ! 


1. 
2. 


3. 
4. 


t the United He ee 
i i licy of ; 
; nit for basic PO si 
a esa units for $10,000 or mor 
r ; 
ae units for $15,000 or woo “ 
i ive maximum 
ragpnsigersn gr We children are small 
t on 
and need is greatest. es 
Each child has $1,000 etten 
insurance. Children born — 
ot B nefit are automatically cover SS 
. . 
a increase in cost from 15 days 


el term 
erm 


Costs only *25 pet Unit per year! 


Write H. V. Staehle, Jr., C.L.U., Field Management 
Vice Pres., United Life, 5 White Street, Concord, N. H. 
STATES SERVED: Calif.*;+, Conn., Del., Dist. of Col., 
Fla.*;7, I.*;, Ind.*7, La., Md.7, Me.*, Mass., 
Mich.*7, Miss. 7, N. H., N. J., N. C.*+, Ohio*;, Pa.*7, 

R. |., Vt.*7, Va.*7. | 





UNITED LIFE AND ACCIDENT INSURANCE CO. 
EST. 1913 CONCORD, NEW HAMPSHIRE 





*Agency Building General Agents’ Opportunities Available 


TSpecial Personal-Producing General Agents’ Opportunities Available 








LOOK HERE !.. 


With a proven sales record, and if living in 
one of the Provident States*, we may have 
just the opportunity you are looking for. 


WHY NOT | 
HAVE?.. 


> Your own general agency 





| 










>» Top commissions on 
personal production 

> Vested renewals | 

>» Competitive policies 

> Powerful sales brochures 

> Tops in support from 
Home Office 


> Growth with a growing 
company 








*““THE PROVIDENT — 











Write in strict confidence to: 
JOSEPH DICKMAN, 
Agency Vice President 

ACCIDENT | 


PROVIDENT LIFE u-c-vcair: 
INSURANCE COMPANY 


BISMARCK, NORTH DAKOTA 
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I] Regional Teacher 
Meetings Conducted 
By American College 


More than 200 CLU and management 


| education teachers and 40 university 


professors of insurance attended the 
11 regional teachers conferences con- 


' ducted by American College during the 


past few months. 
Conferences this year were held at 
Dallas, San Francisco, Los Angeles, 


| Omaha, Washington, D.C., Miami, At- 
| lanta, Columbus, Chicago, New York 
| and Boston. The series of meetings 


concluded in December. 

The two-day sessions featured a dis- 
cussion period centered around teacher 
responses to a questionnaire on the 
important characteristics of a success- 
ful teacher, from which the college 
was able to obtain the following con- 
sensus of opinion—that a successful 


| teacher must know and _ understand 
| his subject, be thoroughly prepared, 
and have a genuine and sincere in- 


terest in his students as well as a be- 
lief in the educational philosophy of 


| the CLU movement. 
| Other Topics 


Faulty teaching practices, supervi- 
sion of examinations and results of 
the 1960 CLU and management ex- 
aminations also served as topics of 
discussion at the meetings. 

Guest lecturers chosen from among 
in adult education spoke 
before the groups on “Teaching and 
Learning Problems in the Education 
of Adults.” 

The conferences 


coordinate the 


| teaching activities of CLU and man- 
| agement class 


instructors and keep 
them informed on new developments 
in the American College’s educational 
programs. This year the teachers re- 
viewed several changes made in the 
CLU program by the college’s trustees, 
among which were: 

—The curriculum of the basic CLU 
study program has been revised so that 
it embraces more health insurance. 

—Health insurance personnel who 
complete the five CLU examinations 
and meet other education, experience 


| and ethical requirements become el- 


igible to receive the CLU diploma and 


| designation. 


—Experience requirements for the 
CLU designation have been changed 
so that more people in responsible life 
and health insurance positions can 
aspire to the designation. The pool of 
potential candidates has been broad- 
ened to include qualified people in 
home offices, employes of regulatory 
bodies or government agencies, and 
employes of life and health institu- 
tional organizations. 


Advanced Courses 


—A series of advanced diploma 
courses will be offered by the college 


| as part of its plan to meet the profes- 
' | sional education needs of the entire 
| life and health 


insurance business. 
These courses will be more flexible in 
level, length and content than the basic 
CLU program, but each will have writ- 
ten examinations and will be adminis- 
tered on the same basis as the CLU 
and management education courses. 
Upon satisfactory completion of a 
course, the candidate (who need not 
be a CLU) will receive a diploma from 


| the college. Courses for this program 


are being developed on health insur- 
ance and estate planning. 

W. W. Dotterweich, director of the 
college’s educational services depart- 
ment, was in charge of the confer- 
ences. 
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$328 Per Employe 
Paid For Pension, 
Life, Health Plans 


Business and industrial firms paid 
an average of $328 per employe for 
premiums on pension plans, life and 
health insurance in 1959, according to 
Institute of Life Insurance in its analy. 
sis of a survey of 1,064 corporations 
conducted by U. S. Chamber of Com- 
merce. 

This was a 15% increase over the 
$284 payment per worker reported by 
the survey of 1957 costs for such 
fringe benefits and more than twice 
the payments for insurance and pen- 
sion coverages 10 years ago. 

Of the companies surveyed, 86% 
had private pension plans in contrast 
with 81% reported for 1957, and 98% 
had some form of group insurance pro- 
tection as against 97% reported in 
1957, the institute pointed out. 

Sixty-seven companies reported that 
pension payments alone averaged 
10% or more of their payrolls in 1959. 
The average payment by 86% of the 
companies with pension plans was 5% 
of payroll. 

There were 64 life, fire and casualty 
insurance companies included in the 
study and all reported pension plans, 
with employer contributions averaging 
8% of annual payrolls, well above the 
over-all average. 

All 18 companies surveyed in the 
petroleum industry had pension pro- 
grams. Group insurance plans aa 
also carried by every company sur- 
veyed in the fields of printing and 
publishing, rubber and leather prod- 
ucts, stone, clay and glass products, 
metal industries, electrical machinery, 
transportation equipment, and banks, 
finance and trust companies. 

Of the 123 public utility companies 
reporting, all but one company had a 
pension plan and all but one company 
had a group insurance program. 

Of the 692 manufacturing concerns 
surveyed, 586 or 85% had _ pension 
plans, compared with 79% of the com- 
panies surveyed two years before. 
Group insurance programs were in 
effect in 684 or 99% of these compa- 
nies. 

Among the 372 non-manufacturin 
concerns responding to the survey, 22H 
or 88% had pension plans, contrasted 
with 84% in 1957, while 357 or 96% 
had group insurance. 

New England Life passed the $7 mil- 
lion mark in life insurance in force 
during November. The figure repre- 
sents coverage under more than 1.1 
million individual policies and group 
certificates. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Metubers Midwest Stock Exchange ; 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders eollect. 
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Union Central President John A. Lloyd, right, presents Award for 
Agency Development to Kansas City Manager W. Verne Wilkin. 


That statement, in itself, probably 
is the principal reason for the tremendous 
continuing success of The Union Central’s 
Kansas City Agency, four-time winner of the 
Company’s coveted Award for Agency Devel- 
opment. 


Agency Manager W. Verne Wilkin, accepting 
the beautiful bronze Plaque, expressed it this 
way, “It is pleasant to be rewarded for past 
performance. However, we are not a back- 
ward looking organization, so we don’t spend 
much time looking in that direction. Having 
won, we now look ahead to future victories 
brought about by the renewed effort success 
demands.” 


There are, of course, other reasons for the 





q 


' 
: 
; 


‘a 





Kansas City Agency meetings are spirited and instructive. This one was attended by Union Central 


stature and standing of this Agency. Sound, 
practical training. Solid Sales Promotion and 
Advertising. Competitive contracts. Another, 
to quote Mr. Wilkin again, is the “close, per- 
sonal relationship The Union Central Home 
Office has with its Agency Managers.” The 
Kansas City Agency, from its own ranks, has 
provided several of these Managers for other 
territories. 


There’s the spirit of a winning team in The 
Union Central’s Kansas City Agency. It’s 
apparent in the work and outlook of every 
member. And that’s why so many new agents 
come to join. It’s also why the Kansas City 
Agency will continue winning . . . and why 
its Company is so proud of it! 

































Executive Vice President Harold P. Winter, C.L.U., seated in the center at Mr. Wilkin’s left. 


The UNION CENTRAL LIFE Insurance Company 


CINCINNATI 























6 FieNATIONAL UNDERWRITER 


Finds Possible Tax-Status Distinction 
Between Bank-Loan And Insurer-Loan 


Evidence that a loan from a bank Court. The taxpayer lost in that case. 
or other non-insurer source to buy fi- Following is the bulletin sent by 
nanced life insurance has a_ better AALU to its members: 
chance of retaining the tax deduction 
than a loan from the insurer issuing Your AALU counsel have recently 
the policy is seen by Assn. of Ad- had the opportunity to examine the 
vanced Life Underwriters in the gov- briefs in the Knetsch case... . The 
ernment’s brief in the Knetsch fi- brief presented an argument that in- 
nanced annuity case, decided some ferentially supports the deductibility 
weeks ago by the U. S. Supreme of interest on bank-financed life insur- 


ance. The government argued that 
Knetsch did not in fact incur any loan, 
and “that the purported prepayments 
of interest did not, in substance, con- 
stitute payments for the use of money 
or economic benefits, and hence do not 
qualify for (income tax) deduction.” 
The government further argued: 
“The sole security for the ‘loan’ was 
the bonds themselves; and, under the 
terms of the loan notes, the principal 
amounts thereof would not become 
due and payable until the annuities be- 
came due and payable. Thus, the par- 
ties created reciprocal and offsetting 











Now CML gives 
even more 
for the money! 


Connecticut Mutua Lire’s 1961 dividend scale 
shows an increase in total of about 124% over the 


settlement options means much more than most 
policyholders realize. These examples show the 














‘1960 scale. Also, CML has increased the interest difference: 
rate on funds left under settlement options and on oe 
; : 5% 
dividend accumulations to 3.8% for 1961. At interest of: | 3% | 325% | 35 3.8% 
CML’s dividend scale has increased seven times Number Monthly Payments of | 97, ae ‘0s 1 
in the past ten years and here is an example show- $100 = ae. 
ing how policyholders have benefited. pecan ny se $27,400 | $28,500 | $29,600 | $31,100 
: ) eee ired to Provid 
A man of 35 bought $10,000 Ordinary Life in ae eet ones perv year [823.333 | $30,769 | $28,571 | $26,316 

















1951. At the scale then in effect he would have 
received dividends of $667. Because of CML’s 
seven dividend increases since then he will have 
actually received, by the end of 1961, $815.20. 


High interest on funds left with the company under 


In keeping with CML tradition the higher divi- 
dend scale applies equitably to both new and old 
policies. This means lower life insurance costs for 
all CML policyholders. 


Connecticut Mutual [Life 


INSURANCE COMPANY « HARTFORD 


Dividends Paid to Policyholders Every Year for 115 Years 
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future obligations, each commencing at 
the same time and each ripening at 
the same time, with the taxpayer ex- 
pressly exempted from personal liabili- 
ty for the ‘loan.’ ” 


Contrasted With Two Cases 


The financing situation in Knetsch 
was contrasted with two factual ar- 
rangements in which the government 
readily admitted that a bona fide loan 
situation was involved. 

In the first situation the govern- 
ment recognized the validity of a life 
insurance loan which is instituted “an 
appreciable period of time’’ after the 
policy was originated. In its brief the 
Justice Department stated: 

“This (the Knetsch facts) is unlike 
the situation where a policyholder pays 
premiums on an insurance policy over 
an appreciable period of time, and then 
borrows the cash value from the in- 
surance company on the security of the 
policy. In such a case, the company 
has, in the interim, realized earnings 
on the premiums received and _ in- 
vested; the policyholder thereafter ac- 
tually borrows the company’s funds 
(cash reserves) for his own use, in an 
amount less than the premiums paid 
in; and this amount is geared on the 
one hand to the company’s earnings on 
the premiums paid in, and on the 
other to its expenses, or loading 
charges. 


Borrowed Nothing From Insurer 


“In the case at bar, by contrast, the 
taxpayer borrowed nothing earned by 
and belonging to the insurance com-| 
pany for his own use. Sam Houston 
[the insurer] did not advance money 
or its equivalent in immediate econo- 

(CONTINUED ON PAGE 13) 





W. S. Leighton, Prominent 
In CLU And NALU Work, 
To End 52-Year Career 


William S. Leighton, general agent 
at Milwaukee of Massachusetts In- 
demnity & Life, 
who has long been 
prominent in the 
business, is retir- 
ing. He will be 
succeeded by Wil- 
lard A. Larsen 





who has been wit 
the agency fo 
eight years. 

Mr. Leighto 
entered insuranc 
in 1908 with Ne 
York Life, becom 
ing cashier at Min 
neapolis in 1914 and an agent there i 
1921. When Massachusetts Indemnit; 
entered Wisconsin in, 1949, he wen 
with that company as general agen 
at Milwaukee to open the state. 

Active in CLU work, Mr. Leighto 
was president of American Society 
CLU in 1948 and of the Minneso 
chapter in 1941. He was also preside 
of Minnesota Assn. of Life Underwri 
ters in 1940 and chairman of the mem 
bership committee of NALU. He w 
co-chairman of a committee whi 
sought to bring the NALU nation 
convention to Minneapolis in 1942. T 
city was chosen, but the meeting wa! 
cancelled because of the war. 

Mr. Leighton plans to return to Min 
neapolis the first of the year. 








W. S. Leighton 





Be sure to read 


“THE BACK PAGE” 
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Occidental Of Cal. 
Promotes Tookey, 
Halverson, Lake 


Eleven Occidental Life of California 
men have been named to new posts. 

Clarence H. 
Tookey, former 
actuarial vice- 
president, was 
named senior 
vice-president. A. 
B. Halverson and 
Meno T. Lake, for- 
mer 2nd vice- 
presidents, were 
named vice-presi- 
dent and vice- 
president and ac- 
tuary, respectively. 
Former assistant 
v ic e-presidents 
John R. Pullman and L. F. Slezak were 
appointed 2nd vice-presidents. Medi- 
cal Director Joseph Travenick Jr. was 





C. H. Tookey 





ar 

rast, ‘a 
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ce com- 
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A. B. Halverson M. T. Lake 


named 2nd vice president. James W. 
Rush was named assistant vice-presi- 
dent, while Richard H. Cowdery, C. 
Donald Hankin, Frank A. Rozatti and 
Donald F. Sorensen were appointed 
to the office of assistant secretary. 

Mr. Tookey became assistant actu- 
ary two vears after joining Occidental 
in 1921. In 1936 he was named asso- 
ciate actuary and in 1942 actuary. He 
became actuarial vice-president in 1946 
and a director in 1952. 

Mr. Halverson joined the company 
in 1936 after three years with Federal 
Reserve Life. In 1946 he was named 
assistant controller and in 1952 assist- 











ant secretary. He was named assist- 
ant vice-president in group under- 
writing and operations in 1954 and 2nd 
vice president in 1957. 

Mr. Lake has been actuary of the 
company since 1953. He joined it in 
1940 as actuarial clerk. In 1950, he was 
named to supervise actuarial research 
and was appointed assistant actuary 
the following year. He was named as- 
sociate actuary in 1952 and 2nd vice- 
president in 1957. 

Mr. Pullman, superintendent of Oc- 
cidental’s underwriting department, 
joined the company in 1936, He was 
named assistant secretary in 1956 
and assistant vice-president in 1959. 
Mr. Slezak joined the company in 1947 
and became assistant to the actuary in 
1948. In 1951 he was named assistant 
actuary and assistant vice-president in 
1956. 

Dr. Travenick was a medical direc- 
tor of Life & Casualty of Nashville 
when he joined Occidental in 1940. He 
is past chairman of American Life 
Convention Medical Section. ; 

Mr. Rush, salary administration 
manager, joined Occidental in 1949 
and was named assistant secretary in 
1955. Mr. Cowdery, who joined the 
company in 1937, has been in the 
agency department since 1947 and 
agency secretary since 1949. Mr. Han- 
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kin, Occidental’s group settlements 
manager, previously served as assist- 
ant manager and associate manager 
of the claims department. He joined 
the firm in 1946. Mr. Rozatti, with 
Occidental since 1951, serves in varied 
responsibilities in the controllers di- 
vision. Mr. Sorensen joined the com- 
pany in 1952 and has served as direc- 
tor of press relations and publications 
since 1955. 


American United Managers To Meet 

Managers of American United will 
attend a meeting Jan. 4-7 at Indiana- 
polis. Plans to enter consumer adver- 
tising in the Saturday Evening Post 
will be outlined by the company’s 
advertising agency. Other subjects to 
be discussed will include the manage- 
ment training program, recruiting, and 
a new group benefits plan for the field 
force. 


Detroit Mutual is building a new 
home office on a 5\%4-acre site in Ply- 
mouth, Mich. Ground breaking cere- 
monies have been conducted and 
completion of the new building is ex- 
pected within nine months. 


Ordinary Death 
Rate For 1960 Put 
At 6.0 Per 1,000 


The 1960 death rate among Ameri- 
can policyholders of ordinary life in- 
surance is estimated at 6.0 for every 
1,000 persons, less by a small fraction 
than last year and representing a de- 
cline in the rate of about one-fifth over 
the past 40 years and slightly lower 
than the over-all rate of the 1950s, 
according to Institute of Life Insur- 
ance. 

The institute notes that the rate 
has been declining at the same time 
that life insurance companies have 
liberalized their underwriting stand- 
ards and are now accepting policy- 
holders who were previously unaccept- 
able by former health and occupational 
standards. 

“The acceptance of these risks who 
might once have been considered as 
having a shorter life span has not 
jeopardized the continuing good mor- 
tality experience among policyholders,” 


7 


the institute reported. “The death rate 
record would show even greater im- 
provement if it were not for the con- 
tinuing high toll of heart disease and 
cancer. Together they account for 
about 75% of all ordinary policyholder 
deaths.” 

Because of the substantial increase 
in life insurance in force over the past 
several years, a record . $3,350,000,000 
in total death benefis were paid in 
1960. However, it is estimated that if 
the higher death ratio of 20 to 30 
years ago prevailed these payments 
might have been nearly $1 billion 
greater. 


Country Life Enters AésS 


Country Life of Chicago has entered 
the A&S business with a “lifetime” 
hospital, medical and surgical contract, 
a major medical policy, and a series of 
disability income plans. 

Country Life is the largest life com- 
pany in the U. S. writing in only one 
state. 

“Sun Life of Maryland has been 
licensed in Minnesota, North Carolina 
and Tennessee. 





















Flexible-Age 


Retirement 


With LNL’s 


its fieldmen. 


The 


plan, the policyholder does not set the 
maturity date when buying the policy; 
he can wait until the date arrives be- 
fore making his choice. Naturally, cli- 
ents like this feature and LNL agents 


like to present it. 


Linceln Nationai’s flexible-age retire- 
ment plan is another reason for our 
proud claim that LNL is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


flexible-age retirement 


Fort Wayne, Indiana 











Guardian Life 


W. R. Wilkinson, manager at Syra- 
cuse, has retired after 30 years with the 
company. Before joining Guradian, he 
was at the home office of Equitable of 
Iowa. He served several terms on 
Guardian’s field advisory board. 

W. L. McLain, manager at Pitts- 
burgh, has retired after 32 years with 


HieNATIONAL UNDERWRITER 


Changes In The Field 


the company. A CLU, he started as an 
agent at Detroit and was later pro- 
moted to supervisor at Indianapolis. 

Both Mr. Wilkinson and Mr. McLain 
will continue in personal production. 


Life & Casualty 


C. A. Smith has been promoted from 
southwestern division regional sales 


director to district manager at Waco, 
Tex. 

S. E. Johnson has been promoted 
from staff manager at Fayetteville, 
N.C., to manager of the new district 
office there. 


Bankers Life, la. 

J. T. Rainey has been promoted to 
group senior account executive at Los 
Angeles. He joined Bankers Life in 
1943 as regional group manager there. 
Henry T. Handschuch has been pro- 
mote to Los Angeles group manager. 
He joined the company in 1950 and 








HERE'S ANOTHER NEW PLAN TO 
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BIG YEAR FOR 
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Guaranteed loss of time protection 
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for both men and women with 


these outstanding features: 
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EQUITY 





Convertible to level premium Non-Can with same benefits at any 
time before age 60 without re-underwriting. 


Sales material especially designed to help you sell the ‘G’ Series. 
Exceptions so few they make sales features. 


Specially designed for writing salary continuance plans for as few as 
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@ Up to $500 monthly indemnity. 
@ Easy classification of risks. 
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® 
e 
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has been located in both the Los 
Angeles and Denver group offices. In 
1959, he was promoted to associate 
regional group manager at Los Angeles, 


Lincoln National Life 


Lloyd H. Feder, 
after 36 years with 
the company, has 
retired from gen- 
eral agency re- 
sponsibilities with 
Feder-Gehring & 
Associates at 
Cleveland. He will 
be succeeded by 
Earl C. Gehring, 
co-general agent, 
who has been with 
the agency since 
1955. 

Mr. Feder entered the business in 
1922 and joined Reliance Life at its 
Cle eland agency in 1924. In 1952, Mr, 
Feder was named general agent for 
Lincoln Life. He has been president 
of both the Ohio and Cleveland Life 
Underwriters Assns. 





Lloyd H. Feder 


California Life 
LeRoy V. Bertin has been named 
general agent at Seattle. 


Paul Revere-Mass. Protective 
William R. Johnson, training super- 
visor for the southwestern sales region, 
has been appointed general agent at 
Dallas for Paul Revere Life. He was 





William R. Johnson 


Paul C. Sims 


formerly a division manager for Pru- 
dential. 

Paul C. Sims, training supervisor 
for the southern sales region with 
headquarters in Memphis, has _ been 
named general agent at Knoxville for 
both companies. He has been a man- 
ager for State Farm in Tennessee. 


General American 
Cash D. Bond Jr. has been appointed 
director of agencies at Detroit. He has 
been manager at Omaha for New Eng- 
land Life. 


Standard Of Oregon 


William B. Donnelly has been ap- 
pointed manager at Honolulu. He has 
been with the company since 1947 and 
was named agency assistant in 1953 
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the Losio handle promotion and training activ- 
ffices. Infties. He was later promoted to sales 


associate 


Angeles 


raining manager. 
.| Sheldon C. Tracy has been named 
manager at Riverside, Cal. 





fe John D. Laws is the new district 
I. Feder, manager for the San Diego area. 
ae State Mutual Life 
om gen- Stanley H. Clos- 
icy re- ter, assistant man- 
ies with ager at Valley 
ring & Stream, N.Y., has 
ites atl® been promoted to 
He will] ¥¢ manager at Brook- 
ded by lyn. 
Gehring, Richard B. 
agent, Martley, group su- 
2en with pervisor at Dallas, 
y since has been named 
manager of the 
iness in new group office 
e at its] Stanley H. Closter at Denver. A CLU, 
952, Mr, he has been with 
ent for |Ccontinental Casualty and Massachu- 
resident |setts Mutual. 
nd Life r ‘ 
Business Men’s Assurance 
Jack Kearney and R. L. McMillon 
have been named managers at Miami 
named jand Abilene, Tex., respectively. : 
Mr. Kearney joined the company in 
1951 at Albuquerque. He was named 
‘ctive |district supervisor there in 1956 and 
transferred to Miami in 1959 as district 
- super- 
region, manager. aS 
gent at Mr. McMillon has been wi e 
He was 





Johnson 


yr Pru- 


ervisor 
1 with 
s been 
ille for 
1 man- 
ee. 


20inted 
He has 
y Eng- 





C. 
3-3785 








R. L. McMillon 


company since 1946. In 1956 he was 
named district manager at Abilene 
He has held many offices in NALU, 
including trustee and secretary, and is 
now vice-president. 


Lincoln National Of N.Y. 


Charles J. Krasne has been appointed 
manager of the first life agency estab- 
lished by the newly formed Lincoln 
National Life of New York. Mr. Krasne 
entered the business in 1952 as an 
agent for Connecticut Mutual Life. The 
new agency is located in New York 
City. 


Jack Kearney 


New England Life 


Charles J. Lamb, 
who has been in- 
terim manager at |; 
Detroit since the ° 
retirement of 
General Agent 
Fraser E. Pomeroy 
in September, has 
been appointed 
manager there. 
Mr. Lamb joined 
the company at 
Washington, D.C., 
became supervisor 
there, assistant di- 
rector of agencies and agency pension 
consultant. He qualified for the 1956 
Million Dollar Round Table. 

George E. Simpson has been pro- 
Mmoted to regional group manager for 
the newly created far-west region, but 
will continue as district manager at 
Los Angeles, where he joined the com- 
Pany in 1954 after eight years in group 
sales with Connecticut General. 





Charles J. Lamb 
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Robert C. Wagner, group represen- 
tative at Kansas City, has been pro- 
moted to district group manager there 
to succeed Richard N. Hammond, who 
has been transferred to Boston. Mr. 
Wagner has been a group representa- 
tive at San Francisco. 


Mutual Of New York 


John A. Zeyak 
Jr. has been ap- 
pointed manager 
at Trenton, to suc- 
ceed W. H. Mc- 
Clennen Jr. who 
has resigned. Mr. 
Zeyak was assist- 
ant manager at 
Albany until 1959, 
when he trans- 
ferred to the home 
office for manag- 
erial training. 


Occidental Of California 


Richard E. Jernigan has been ap- 
pointed assistant brokerage manager at 
Memphis. He joined Occidental last 
February after two years with Amer- 


< ta F 
John A. Zeyak Jr. 
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ican Frontier Life as district manager 
in Dyersburg, Tenn. 

Paul I. Malakoff has been appointed 
assistant manager at Seattle. He joined 
Occidental in 1959 as an agent there. 


Republic National Life 


William Moats 
has been named 
general agencies 
superintendent for 
the Pacific North- 
west with offices 
in Portland. Be- 
fore joining the 
company he had 
been a general 
agent for Western 


Life of Helena. 
William Moats: 


Hartford Life 


W. N. Harrison has been appointed 
manager at San Francisco. He has 
been assistant general agent and brok- 
erage manager of New England Life at 
Oakland, Cal. He is a CLU. 

Michael E. Greene has been ap- 





This shield is the emblem 
of security for the owners 


of more than 8,000,000 


National Life policies now 


in force. 





pointed to work with agents at Syra- 
cuse in developing sales of all forms 
of health insurance offered by Hart- 
ford Life and Hartford Accident & 
Indemnity, both members of the Hart- 
ford Fire group of companies. 


All American L.&C. 


John Metropu- 
los, general agent 
at Park Ridge, IIl., 
has been named 
resident vice-pres- 
ident and agency 
director for Illi- 
nois. Starting a 
scratch agency for 
the company in 
1953, his organiza- 
tion now has 45 
full-time produc- 
ers who sold ap- 
proximately $20 
million of combined business in 1959. 
Mr. Metropulos began with a one-room 
office in Chicago and in 1959 built a 
two-story brick building in Park Ridge 
to house the growing agency. 





John Metropulos 
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HtieNATIONAL UNDERWRITER 


Home Office Changes 


Aetna Life 


David S. McComb, cashier of all the 
companies in the group, has been 
promoted to vice-president and cashier. 


Interstate Life & Accident 
J. L. Bass, manager of the No. 2 
district office at Miami, has been ap- 
pointed division No. 4 assistant man- 


ager. He has been an agent at Tampa, 
staff manager and manager at the 
Orlando district office and home office 
trainer. - 


Great-West Life 
Assistant actuaries who have been 
advanced to associate actuaries are 
Ben Popeski in the ordinary depart- 


ment; H. E. Harland, reports and 
statistics; Isaac Rosenberg, group; and 
A. M. Sutherland, group. H.A.C. John- 
son, formerly tabulating methods as- 
sistant, has been appointed assistant 
electronics officer. 


Mutual Of New York 


C. L. Ghent has been appointed di- 
rector of A&S sales. He has been 
director of A&H sales of Guardian Life, 
and before that was in the training 
department of Monarch Life, general 
agent at Louisville and manager for 
Oregon at Portland. Also at Portland, 


January 7, 196jjanuar 


he was state manager for Girardian|secretar 
manager of Reserve Life of Daillagan Tri 
and an agent of Central Life of Iowalpefore 
J. V. Conti has been appointed Mrj1958 as 
Ghent’s assistant. Mr. Conti was witling dep 
Loyal Protective Life and Monarc} 
Life at New York. l 


Sun Life Of Canada Thirte 


Appointed as- 
sistant supérinten- 
dents of agencies 
are D. S. A. Bell, 
for the eastern 
U. S. division; W. 











' - 


TTL STRIKE IT RICH! 


) eo You can “Roll a Strike” every time with Columbus 














Mutual’s Agent's Contract, Induction Program, 
and Sales Packages— because your agents make 
money and yoy make money with: 


ho. Commissions on Leading Par and Non-par Policy Contracts. 


| 
| 


Vested Renewals. 
Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 





Free Group Life Insurance. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 


FOR YOU 


Well-balanced General \ 
Agent’s Contract \ 
providing liberal , 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 

















MUTUAL’ At 


Agent’s Contract 
Induction Program Bae © 
Sales Packages , 


J 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 












Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 






H. Reynolds for 
the western Ca- 
nadian division; 
and K. M. Stewart, 
for the central 
Canadian division. 
J. G. Tyrell, has 
been named as- 
sistant superinten- 
dent, group sales 

and services. 
Promoted are S. M. T. Bailey, fro 
assistant actuary to associate actuary 
G. M. Bourke and W. J. McCarthy] holders 
from assistant treasurers to associatqwaS Nn 
treasurer, and H. T. N. Peterson, fronj LaVern 
assistant secretary to associate secj Connie 
retary. ° 
H. A. Hodge has been appointed asJ Ai 
sistant treasurer, and J. E. R. Lock{ Walte 
hart assistant superintendent of mort4 pointed 
tive he 


gages. 

member 
firm of 
will als 





D. S. A. Bell 


was pro 


Kansas City Life 

Frank W. Boyce and Dallas R. Alder: 
man, both vice-presidents, have re | 
tired. 

Mr. Boyce joined the company in} Dr. ‘ 
1916 as an application clerk. He wag pointed 
supervisor of that department fron} Dr. L. § 

medical 
Simmor 
director 










‘ 




















* Alan 
WN. J., he 
ing sup 
Henry} 
] vertisin; 
Dallas R. Alderman Frank W. Boyce ie 
1920 to 1935, at which time he wag tional o 
named assistant secretary. In 1947 ‘he 
was appointed vice-president. S 
Mr. Alderman joined Kansas Cit Harry 
Life in 1922 as an agent and advance position 
through the ranks to become vice} poaith. : 
president in 1939. He has been presiy jg4g — 
dent of Kansas City General Agents & iin , 
Managers Assn., and both Kansas City sales p 
and Missouri agents’ associations. ) 
Western Life, St. Paul _— 
W. H. Watt, with the company sincé director 
1957 and most recently a general agen Marcus 
has joined the agency department i drector 
St. Paul as agency assistant. Dallas. 
American United B 
William Calhoon has been given th D 
newly created position of director o Sehorwr 
reinsurance services. He was wi writer 
Prudential, with Universal L.&A. a 
AMEI 
MANAGEMENT |] Srcon 
ACONSULTANTS ° 
GREA 
O'TOOLE ASSOCIATES | °’s 
Incorporated tee 
Management Consultants to REIN: 
Insurance Companies CORP., 
Established 1945 . 
220-02 Hempstead Avenue ogg 
QUEENS VILLAGE 29, NEW YORK deers 
Sovereis 
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Girardian|secretary-controller, and with Ameri- 
of Dailagean Travelers as treasurer-controller 
fe of Iowalpefore joining American United in 
ointed Mri1958 as staff assistant in the account- 
i was witling department. 

1 Monarc} 








Lutheran Mutual Life 


Thirteen employes have been pro- 
moted. 

E. T. Koopman remains as vice- 
president and was named secretary 
and board member to fill the unex- 
pired term of J. P. Kroger who retired 
Nov. 1. Harry H. Hagemann was 
named a vice-president and appointed 
Hito the executive committee. He also 
Hretains his position as general counsel. 
4iPaul Koch and Harold Scherb were 
named assistant secretaries. Dale Sum- 
ner was promoted to associate actuary. 
H. W. Schwerin was named agency 
secretary and Paul Scherg was named 
underwriting secretary. Warren Feg- 
ley was named personnel secretary 
while Arnold Fredrick was named 
securty analyst and a member of the 
iiley, fromjinvestment committee. Alfred Happel 
e actuary] was promoted to manager of the policy- 
McCarthy] holders service and Thomas Thompson 
y associatg was named farm loan manager, 
rson, fronjLaVerne Heyer, I1.B.M. manager, and 
ciate sec{ Connie Bartlett, advertising manager. 


Aid Assn. For Lutherans 


Walter H. Brummund has been ap- 
pointed legal counsel and administra- 
tive head the legal division. He is a 
member of the Appleton, Wis., law 
, frm of Brummund & Froehlich and 


ida 





















. A. Bell 


ointed as, 
R. Lock, 
| of mort- 





R. Alder§ will also continue his private practice. 

have re. . . . 
Fidelity Mutual Life 

mpany in’ Dr. V. P. Simmons has been ap- 


. He wag pointed medical director, to succeed 
Dr. L. S. Ylvisaker, vice-president and 
medical director, who has retired. Dr. 
Simmons has been assistant medical 
director for Northwestern Mutual. 


Sun Life Of America 
Alan Meagher, manager at Camden, 
i N. J.. has been promoted to field train- 
ing superviser. 


Metropolitan Life 
Henry R. Geyelin, manager of ad- 
vertising services, has gone with Chase 
Manhattan Bank, New York City, as 
public relations officer for interna- 


Standard Of Oregon 


Harry F. Morrow has resigned his 
position of board member due to ill 
health. He has been on the board since 





ne vice- 


on presi 1946. 

a John Williams Jr. has been appointed 
= "sales promotion assistant. 

l New York Life 


‘ean ‘ola Stanley Marcus has been elected a 
pe ad director. He is president of Neiman- 
sens Marcus Co., Dallas and Houston, and a 





director of Republic National Bank of 
Dallas. 


Bankers National Life 


J. D. Brady has been appointed 
underwriter. He has been an under- 
writer with Guardian Life. 


AMERICAN LIFE & CASUALTY— 
Gordon H. Heller has been named 
vice-president. 


GREAT EASTERN LIFE—Carleton 
Shugg, president General Dynamics 
Corp.’s electric boat division, has been 
hamed a director. 


, REINSURANCE INVESTMENT 
CORP., which has working control of 
Loyal American Life, American Income 
Life, Hamilton Life of New York and 
Sovereign States, also a life company, 
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has elected Philip J. Goldberg a di- 
rector. Mr. Goldberg, who is general 
agent of Canada Life at New York, is 
a qualifying and life member of Million 
Dollar Round Table, a member of the 
faculty of the Purdue course and vice- 
president in charge of development of 
Assn. of Advanced Life Underwriters. 


MICHIGAN LIFE has _ promoted 
Peter A. Cumins from assistant sec- 
retary to 2nd vice-president, Norval E. 
Wyse from group underwriter to as- 
sistant vice-president, and Account 
Executives Will D. Zell to assistant 
vice-president, and Roy J. Sweet and 
David O. Eyre to assistant secretaries. 


John Merrifield has been elected 
president of INS. CO. OF WASHING- 
TON. Other officers are Harry E. 
Butcher and Solomon Menashe, vice- 
presidents, H. W. Trueblood, secretary- 
treasurer, and Raymond Brumbach, 
assistant secretary. 


FEDERAL L.&C. has_ appointed 
L. Weaver Allen administrator of 
credit insurance. He has been vice- 
president and a director of General 
Fidelity Life and before that was with 
Old Republic Life. 


KENTUCKY CENTRAL L.&A— 
Andrew M. MacDonald, formerly with 
Michigan Mutual Liability, North 
America and Atlantic Southern, has 
been named assistant secretary and di- 
rector of home office administration. 


OLD AMERICAN of Kansas City 
has named Martin Baier to the newly 
created position of director of product 
and market research and development. 


HOMESTEADERS LIFE—Harry 
Beattie has been appointed field super- 
visor. He has been with John Hancock. 





Blue Cross Boosts Rates 
10.3% In Ohio County 


Superintendent Stowell of Ohio has 
approved an average 10.3% increase 
in Blue Cross rates for Licking County. 
The increase will be $21,700 annually 
and will affect 4,000 subscribers. 
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* Security's Planned Agency Development Program 


“SPAD has directly helped increase my production be- 
cause it places emphasis on the ‘how’ and provides 
result-proven audio-visual aids. SPAD is geared to the 
individual and permits me to use it most effectively in 
each particular instance.” 


With SPAD, you know where you’re going...today 


and tomorrow! 


Stuart C. Fervis, C.L.U. 


~ LIFE & ACCIDENT 
Agency Vice-President 


SECURITY 






OF DENVER 


SECURITY LIFE BUILDING 
DENVER 2, COLORADO 




























BUILD A SECURE FUTURE WITH... 
YOUR OWN AGENCY 


Built on the strong foundation of Central Standard Life’s 
new Career Contract that offers you: 


Completely vested Renewals for the 
premium paying period of the policy 
Substantial Override for general agents 


Accident and Sickness Plans— 
“your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 





With Central Standard You Enjoy 

¢ working with an agent-agency 
building organization 

* company sponsored education 

¢ tested-proven direct mail aids 


* liberal underwriting 


“The secret of success is Constancy to Purpose"’ 


Benjamin Disraeli 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or Director of Agencies, Home Office, 


Chicago, Illinois. 


In Force: $355,801,108 
Assets: $110,276,718 
Surplus: $ 16,584,837 









Founded 1905S 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 
211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 
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Year-End Prices Of 
2300 Insuranee Stocks 


available) the bid prices at Dec. 31, 
1959, and June 30, 1960, are included. 
issues are inactively 
traded. The bid prices are those either 
as they appear in the National Quota- 
tion Service or as furnished by dealers 
familiar with particular 
offering prices are always higher than 


Cartwright, Valleau & Co., Board of 
Trade Building, Chicago, submits the 
following tabulation of bid prices for a 
long list of insurance stocks. This list 
will appear no less frequently than 
semi-annually in THE NATIONAL UN- 
DERWRITER. The latest prices shown 
are those of Dec. 29, 1960, and (where 


Many of these 


FeNATIONAL UNDERWRITER 


the prices shown. In some cases the 
bids are only approximate. 

The quotations for a number of the 
issues are those that appeared during 
the latter period of 1960 and can’t be 
pinpointed as of the closing day of the 
year. Because so many names in this 
list are rarely traded, the prices shown 
should be regarded frequently more as 
reference points than as an absolute 
market. 


Company 12/31/59 6/30/60 12/30/60 
Afro-Am. Life ............000 151 150 150 
Academy Life, Colo. ........ 3 25% 2% 
Accredited Hosp. & Life | Ga ee 
PRR TIS) chcccscceseteetabeiobensones +) 2% 


issues. The 





The story behind 
LUTHERAN BROTHERHOOD 
Life Insurance 


What are its aims? What has it accomplished? What has its growth been? 


Lutheran Brotherhood was organized as a life insurance 
society to benefit Lutherans. When Lutheran church 
leaders incorporated the Society in 1917, they wrote into 
their charter this passage: ‘‘. . . to furnish protection to its 
members, their dependents and beneficiaries, through the 
payment of benefits in case of death or disability.” 

Since 1917, Lutheran Brotherhood has had an astound- 
ing growth. Today the Society has more than a billion 
dollars of insurance in force. In 1960 sales were 242 million 
dollars. In size, Lutheran Brotherhood is among the upper 
10°% of all life insurance companies in the country. It 
operates in 40 states and five Canadian provinces, offering 
all types of life insurance and retirement plans to all 
Lutherans, regardless of synod. 

Church loans play an important part in the story 
behind Lutheran Brotherhood. The Society set a pre- 
cedent among insurance organizations about 1930 by 
granting loans to Lutheran churches. At present, the 
Society has more than 809 church loans totaling nearly 
$28 million to congregations of 12 synods in 30 states and 
5 Canadian provinces. 

In 1960 Lutheran Brotherhood contributed $517,000 


LUTHERAN BROTHERHOOD 


A legal reserve LIFE INSURANCE society * 701 Second Avenue So. * Minneapolis 2, 


fre € Fult-color 


reproduction of Martin Luther 
window (18” x 24”), suitable 
for framing and display in 
home or classroom. 


Write Lutheran Brotherhood. 





to benevolences. The contributions supported such things 
as: Student scholarships, faculty fellowships, Boy Scouts, 
local branches, fine arts program, Lutheran Center, Sun- 
day School teaching aids, films, The BOND, Martin 
Luther Library, institutes, lecture series by leading 
scholars and other timely projects. 

Lutheran Brotherhood’s 42 years have been enriched 
by many outstanding people and events. Prominent 
Lutherans—ministers, educators, state officers, business- 
men—have served on its Board. 

In 1956, Lutheran Brotherhood erected their new 214 
million dollar building—a modern steel and glass struc- 
ture—a beautiful and important addition to Upper Mid- 
west architecture. 

Numerous Lutheran groups—local, district, regional 
and national—are using the Lutheran Center for meetings 
and other gatherings. These facilities include a 266-seat 
auditorium, a beautiful lounge overlooking the terraced 
garden, a dining room and the Martin Luther Library. 
All Lutherans are cordially invited to share these facilities 
provided for them in the home of Lutheran Brotherhood. 


Minn. 
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Company 12/31/59 6/30/60 12/::0/qm 
All Am. Assur., La. ........ 242 242 2 
All States Life .... 45% 342 

Am. Bankers ...... 13% 1434 14y 
Am. Banker e 14 14% 12 
Am. ne 2exX 342 3 3 
Am. Cas., Pa. .......... 2142 2142 2: 

Am. Druggists, Ohio ...... 69 69 71 
Am. Empire Life ................ 2 134 1 
Am. Fidelity & Cas. ...... 13% 11 1 

Am. Fidelity Life .. 1334 10% 83, 
Am. Fire & Cas. ...... 1834 19 17 
Am. Founders, Tex. 1 24 

Am. Founders rosy Colo. VY 1% 

Am. Heritage Lif 10 8% 63 
Am. Sennoweers, incaee 

PRT TEE Te Goessesscccccveinsreve: ctebes enn 

Am. Income Life, as 7 11 

Am. Indemnity, Tex. ... 20 


+Am. Indemnity, Md. 






Am. Indep. Reins. 3 242 24h. 

Am. Life, Ala. ....... 7 7 ptent of 
Am. Life Cos., N.D. vss sue sue 

PTA igs venctesnances, access. edness 

Am. Life & Cas., N.D 812 9 

Am. Mercury... 25% 3 its, 

Am. Policyholders .. 25 25 Fs 

Am. Service Life .. 4% 3% 

Am. Surety .......... ee 14% 154pin 

Bm. DEUS The ccvcccessrserce, inssee «sven 









Am. Trust Life, Tex. 
tAm. Underwriters, Wash. 512 6 
Am. Trust Life 







Amicable Life ................. 55 55 
Appalachian Natl. Life .. 2% 3 
BEBOMBUE. o.n.ccccresssscrsseccreccerese 4 5% 5% 
Associates Life . a 44 cS re 
se _ rm - es oaks 
tlantic Natl. Life - 15% 2 29) j 
Atlas Life ecw, 75 57 pomic ber 


Aviation Empl. Corp. .00...0 fee 
Bankers Fire .............:.0000 a 34, 
Bankers Fid. Life ............ —— a = 6S 
Bankers Life & Cas. * 

Bankers H. & L. 
Bankers Sec. Life ... 
Bankers Union Life . 46 
++Banlife Corp. ..... . 160 151 
Bituminous Cas. 90 










Blue Ridge Fire 4* 4* 
A ee 
Buckeye Union Fir 45 

Buckeye Union Cas 35 40 
Calhoun Life ...... 912 72 
Capitol Indem., I : 
Capitol F. & C., Ala. Wy 70¢ 
Capitol Life, Tenn. .......... 158 2 


Central Standard Indem. 9% la 






































Central Standard Life ... 17% 17% 
Cent. States Life, Tex. .... 1% 1% 
Ceemateary Like ..0.....c0cc.ccececceees 1742 181% 
Cherokee Ins. .... . 19 1534 
Chesapeake Life . ae 32 
Cincinnati _....... . 43 46 
Citadel Life .... ae 20 
Citizens Cas.  ..ccccccccccscosceee 8% 8% 
Citizens Life 1034 9% 
Citizens Natl. Life, Ind. 3 3 
Citizens Std. Life, 6% 1% 
Civil Serv. Empl., Cal. ... 21 35 
Coastal States Life edcasiog 24 19 
College Life ................ . 58 52 
Colonial Am. Life  —_— 
MC MBMEROE TEI arsissasdicconecscessses sceses (sabato 
Commercial Life, Mo. .... 3 4% 
Commercial Standard ...... 21% 21 
Colo. Credit Life .............. TM 312 
Columbia Gen. Life, Tex. 1% VY 
Consol. Am. Life ..............+ 5% 4%, 
Constellation Life ............ 3% 256 
Consumers Natl. Life .... 3% 3* 
Cont. Fid. Life, Ariz. .... 8 
Continental Life, Tex. .... 4% 334 
Cont. Am. Life, Del. ...... 65 63 
Cont. Am. Life, Tex. .... 1% 1% 
Cont. Fid. Life, Tex. .... . ae 
roe 2% 338 
Cornbelt Life . 4 3% 
Credit Life ..... 250 nasere 
PL TRUER sccsecsvocotassicptese enum. seven 
Eagle Fire, N 3% 3 
Eastern Life . 32 27 
Empire L. & A. 210 aie 
Employers Cas. oiececscecee cesses 2912 
Equitable Life, D 4612 47 
Estate Life, S. C. 2%* 1 
Excelsior, N. Y. 834 812 
Excelsior Life ..... 179 0 
Family Fund Life . 14 8 
Farmers & Bankers Life 73 65 
Farmers New World ......... 110 105 
Federal Life & Cas. ......... 4 79 
Fidelity Bankers Life .... 1% 6% 
Fidelity Union Life 182 180 
Fire Und. Assn. ...........00 31 32 
First Colonial Life aR 7 6 
First Fed. Life .................. Diciaes, Losses 
First Am. Life, Tex 1 1 
First Fidelity, Okla. acsstste 2% 1% 
First Natl. Life, Ariz 9 8 
First Pyramid Life 63 63 
First United Life .... 542 4 
General Life, te F Bee a), Niaeened 
Georgia C. & S. ..... Oil ae 
Georgia Intl. Life 512 4% 
General Serv. Life . 26 32 
Germantown Fire ... 130 125 
Gibraltar Life ..... nae 9 
Girard Life .............00 a 
Great Am. Life, .Kan 2342 2312 
Gr. Am. Life, Ind. ..... _ wm 
Great Am. Reserve wc... cece eevee 
(CONTINUED ON PAGE 15) 


MANAGEMENT 
c CONSULTANTS 


FSIS 


NEW YORK 17 
521 Fifth Ave., Oxford 7.4044 


CHICAGO 2, ILL. 
1 No. La Salle St., FR 2-2795 














FRANK LANG 


Consultants in 
Marketing 
and Management 
for the 
Insurance Business 
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values were prospectively acquired by 


Two direct lines of distinction can 
be drawn from these hypothetical si- 
tuations which were utilized by the 
government to indicate the sham nature 
of the Knetsch transaction. The first 
illustration demonstrates the bona 
fides of life insurance louns. Further- 
more, it indicates the validity of situa- 
tions in which the lender actually con- 
veys its funds to the borrower. In 
principle, this is an exact description 
of bank financing. The second illustra- 
tion similarly placed emphasis on the 
conveyance of property or economic 
benefit to the borrower. 

If the government were to attempt 
to attack bank-financed insurance, it 
would have to utilize different lines of 
argument. The position that succeeded 
in the Supreme Court would not suf- 
fice. The evidence of the bona fides of 
bank financing as contrasted with in- 
surance company financing has been 
increasing with each case. Although 
we cannot unequivocally state that this 
line of distinction guarantees an ac- 
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curate prognostication of future court 
decisions, it does indicate the reason- 
ing that will in the future have the 
greatest chance of acceptance by the 
courts. We suggest that you keep this 
fact in mind as you write financed 
insurance. Equally important is the 
fact that a pure life insurance loan has 
never been stricken by the courts. 
These appear to be the two best bases 
upon which to support financed insur- 
ance. 


Aetna Life Group Has 


Broader Travel Policy 


Aetna Life group has issued a broad- 
ened travel accident policy that raises 
the maximum principal sum from 
$50,000 to $100,000 and makes coverage 
available to drivers or passengers of 
pleasure cars. 7 

The more liberal policy also may be 
extended to cover civilian passengers 
on airplanes operated by the USS. 
Military Air Transport Service or 
Canadian Air Transport Command. 
Formerly, coverage under the policy 
was limited to passengers on public 
conveyances. The policy is. available 
to both men and women at all amounts 
from $25,000 to $100,000. 
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New Handbook Of 
Ohio Is Published 


A new Underwriters Handbook of 
Ohio has just been published by 
the National Underwriter Company. 
It provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Ohio 
handbook may be obtained from 
the National Underwriter Com- 
pany at 420 East Fourth Street, 
Cincinnati 2, Ohio. Price $12.50 each. 











American Founders Life of Denver 
may adopt the name Falcon National 
Life if stockholders so vote at a special 
meeting Jan. 24. The Denver company 
intends to expand into other states and 
will encounter American Founders 
Life of Texas in some. The new name 
would avoid conflict. 


Indiana Home Office Underwriters 
Assn. will meet Jan. 11 at Indianapolis. 
Dr. Harry E. Ungerleider, consulting 
medical director of North American Re, 
will discuss cardiovascular disorders. 
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man who feels he is 
qualified for agency 
management... 


If you‘re “stymied” on management opportunities with your 
present company, this should interest you. 


Our company has doubled in size in 40 months. We have 
dozens of areas throughout the West “flagged” for agency 
development. As a result, we are in need of management 


To attract the type of people we want, we have established 
what we feel is the industry’s most comprehensive manage- 
ment development program. If intensive testing is favorable, 
a candidate is immediately made an Assistant Manager. He 
receives intensive training and field experience in manage- 
ment functions. He then serves 3 to 6 months as a home 
office staff executive in our Agency Department, handling 
special management assignments throughout our territory. 
Upon completion of this period of indoctrination, he is im- 
mediately available for appointment as Agency Manager. 


Our requirements are high, but don’t necessarily include man- 
agement experience. Successful candidates receive a liberal 
salary plus commissions and overrides. 


If you are interested in discussing this management oppor- 
tunity with us, let us hear from you. 


WRITE: 

LYNN TENNEY, Vice President & Manager 
of Agencies, California-Western States 
Life Insurance Company, P. O. Box 959, 

Sacramento, California 


insurance 





oy. 
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Editorial Comment 
What Company-Field Liaison Can Do 


Much good can be expected from 
the creating of a joint company com- 
mittee to meet with representatives 
of the national and state life under- 
writers associations, provided expec- 
tations of what can be accomplished 
through such conferences are kept 
within reason. 

The greatest danger to the success 
of such an effort as this is that un- 
realistically hopeful field men will ex- 
pect it to achieve results that are ob- 
viously beyond the power of such a 
setup to accomplish. As it becomes 
clear to these people that their de- 
sired aims are not going to be at- 
tained, they usually fail to understand 
that it was never in the cards in the 
first place. Instead, they become em- 
bittered and accuse the company people 
of bad faith. 

The second greatest source of trouble 
is the people who know they have no 
chance of getting anywhere with their 
pet peeves but just want to raise a 
little hell with the home offices for 
following practices that the com- 
plainers don’t like. 

Obviously, the first thing the con- 
ferees should do is agree on what 
types of problems they should confer 
on and what they should consider out- 
side their province. Then, for the wide 
range of “conferrable” subjects there 
should be, if possible, an understanding 
as to which kinds can be discussed 
with a view to effecting solutions and 
which ones should be discussed solely 
with a view to better understanding. 

For example, take the problem of no- 
commission group. If the companies’ 
committee feels that it is not its place 
to work for laws, rules or agreements 
that commission shall be paid on all 
group sales, the committee and the 
agents’ representatives could still dis- 
cuss the no-commission situation so 
that both sides might have the bene- 
fit of each other’s thinking. 

Once decisions have been reached on 
what subjects are to be covered and 
whether they are to be discussed for 
mutual enlightenment only or with a 
view to positive action, they should 
be reduced to writing, in full detail, 
and publicized as widely as possible. 

Only in this way can the entire field 


force and all company executives know 
what it is reasonable to expect from 
such a joint effort and what is con- 
sidered to be not in the cards. 

Such a statement, in itself, would 
be a major contribution to better un- 
derstanding between the field and the 
home offices—which is one of the main 
reasons why the companies set up the 
committee and why the agents wanted 
it set up. 

One of the chief items of better un- 
derstanding could well be on the score 
of agents getting a more realistic ap- 
preciation of what can and can’t be 
done about individual company prac- 
tices that many agents object to. 

We once asked a psychiatrist friend 
if it were normal for youngsters to 
create such a racket as was at that 
moment making conversation all but 
impossible. His reply was, “Yes, it’s 
normal for kids to do it—and normal 
for parents not to like it.” It seems 
as if it’s normal for some companies 
to do certain things—and normal for 
agents not to like it. 

It has long seemed to us that the 
agents who complain so _ vigorously 
against these practices should make 
up their minds whether there is any- 
thing they can do to cure or lessen 
them. If there is, do it. If not, there 
is no more sense complaining about 
such things than, say, the fact that so 
many prospects prove to be uninsur- 
able. 

A better understanding of what can 
and can’t be cured should certainly 
result from the conferences of the 
agents’ and companies’ committees. The 
outcome, we hope, will be an increase 
in positive action, where it seems war- 
ranted, and a decline in fruitless grip- 
ing. 

Finally, not the least important re- 
sult of these joint conferences should 
be the spotlighting of practices con- 
sidered to be unsound. Naturally, com- 
panies are still going to make their 
own decisions in areas which they 
consider to be their business and no 
one else’s. Yet if a company is doing 

something that is really of doubtful 
wisdom it will probably not keep do- 
ing it so long if there is public explo- 
ration of the pros and cons. 


Maybe the agency department has a 
better “in’ with the top management 
than the underwriting department, so 
the company is letting its hopes get 
the better of its judgment. When the 
matter is fully aired, there’s a much 
better chance that the wise course will 
prevail over the expedient course much 
sooner than if the company had to 
wait until its own individual experi- 
ence caught up with it. 

There has been a good deal of talk 
about the supposedly widening gap be- 
tween the field forces and the home 
offices. To us, it’s seemed more like 
spots of irritation here and there, 
which some leaders found disturbing 
but which the great majority of 
agents found of little practical conse- 
quence in their daily work. But even 
so, it seems a pity that there should 
be any differences that can be avoided, 
and it looks as if the projected confer- 
ences between the new committee of 
the companies and_ representatives 
should serve to keep these differences 
to the absolute minimum, both in 
number and in intensity —R.B.M. 





Personals 


The engagement has been announced 
of Miss Carolyn Bareham Dineen to 
James D. Randall of Washington, D. C. 
Both are law students of Yale Univer- 
sity. Miss Dineen is the daughter of 
Mr. &. Mrs. Robert E. Dineen of Mil- 
waukee. Mr. Dineen is a vice-president 
of Northwestern Mutual Life and is a 
former superintendent of New York. 


O. Kelley Anderson, president of 
New England Life, was: elected to a 
one-year term as a board member of 
National Industrial Conference Board 
at a meeting in New York. 


Robert A. Schenkelberg, president 
and chairman Investment Life of 
Cleveland, has been appointed chair- 
man of the metropolitan division of 
the United Appeal of Greater Cleve- 
land for the third straight year. 


Gutmann To Be Speaker At 
N. Y. C. Supervisors Lunch 


Harry K. Gutmann, president of New 
York State Life Underwriters Assn., 
will be the speaker at the New York 
City Life Supervisors Assn. luncheon, 
Jan. 10, at the Brass Rail Restaurant. 
Mr. Gutmann, who is an agent of Mu- 
tual of New York at New York, will 
discuss “Sales Concepts for the future.” 
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Life Ins. ¢ 
St k Life Inv. 
By H. W. Cornelius of Bacon, Whipple & Co ] 
135 S. La Salle St., Chicago, Jan. 3, 1961 
Bid Ask¢ 
$ 
Aetna Life 97 
American General  .........sssss0 3042 Insur 
Beneficial Stamdard oss 15% nine mc 
Business Men’s Assurance 42 compan: 
Cal.-Western States ............ 50% s 1 
Commonwealth Life ....... 21 period 
Connecticut General ..... 400 the expt 
Continental Assurance . 182 up 9.6% 
Franklin Life ............0..+ Kil irst ; 
Great Southern Life 67 first qui 
Gulf Life 181% Blyth 
Jefferson Standard... 4212 graded 
Liberty National Life ..................... 59 81.8; the 
Life 8 Casualty ..c.ececcccccseseseseees 16 eee 
Life Of Virginia occ 55's Fidelity 
Lincoln National Life ................068 230 94.8; Pi 
National L. 8 A. cscsssssssssssssseseseee 13 
North American, RI scass6hcrvere soequeeta 141% ploy ie 
Ohio State Life oiaccccccccsccssssssssn 39 . Kidde 
Old Line Life o...ccccsccsssssssssscscecsssseee 60 third qi 
Old Republic Life ... 17¥, i 
Republic National L 3314 otherwi 
Southland Life . 90 cost abc 
Southwestern L 53 operatic 
Travelers ... 921% itv and 
United, Ill. 32 ‘ 
Ua aa 421% 
Washington National . 45 The 5 
Wisconsin National Life ............ 28% Aetna I 
ae Aetna I 
Republic National down te 
year at 
Holds Agency Sales _ | their ct 
Conference In Fla. ew 
Republic National Life held an age§ a. Lif 
cy sales conference at Miami Bea¢ pany of 
Almost 250 agents, general agen was as 
branch office managers, brokers af City Lif 
home office executives attended. Securit 
The program for, the three and Th site 
half day conference highiighted sal Riont tne 
plans and goals for the new year a anni vhs 
included talks by leading salesmen P F nl 
the company. One _ innovation Lif = 
made—a ladies’ breakfast with ae = 
quired attendance in order to acquai di wha 
wives with future plans of the con ap y 
pany and attendant opportunities f G aa 
field men. _—" 
Home office executives participati é 
included T. P. Beasley, preside Paine 
Clarence J. Skelton, senior vice Study « 
president and production planning of Stock w 
ordinator; Barry Oakes, executig Varia 
vice-president; Russ Hunke, assistag id, att 
vice-president and general agenci realized 
director, and Edward R. Nadalin, 4 ‘hat if | 
sistant vice-president and brokerag e buyi 
director. Amer 
Discussion groups were headed at 8%. 
E. F. Brewer, senior vice-presideq Stock of 
underwriting, Del Arneson, group 0 Ame! 
erations vice-president, and Leo This wi 
Horswell, pension trust vice-presideq Was qu 
combin« 
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Year-End Prices Of 300 Insurance Stocks 


(CONTINUED FROM PAGE 12) 


12/31/59 6/30/60 12/30/60 














ompany 12/31/59 6/30/60 12/30/60 Lincoln Am. L., Tenn. .... ...... 2% www 
reat Atlantic Life ........ 2% 234 2 _ Lincoln Liberty Life . ewe) Bee ses 8% 
IL, executiy reat Fidelity Life . 3% 2 1 Loyal Am. Life ..... 6% 3% 3% 
s 30 30 30 Loyal Protective ..... .. 60 49 
writers Assit Na 1. Lite 12% 1 11 Maine Fidelity Life ; a 3% 3% 
Pl i lca Ameen : ES ( ae ae 
anda, died reat NW Life — 40 35 35°" Manhattan Life . 415 560 570 
rough Gey 2% 3 4% Maryland Life ......... 61 57 63 
Tospital at Western Life 1% 1 Ye Maryland Natl. Ins. . 141%2 15 14% 
aranty Savings Life 12 BY, T¥_ Mass. Cas. ou... 16 164% 17 
to after fimilton Natl. Life ....... 6 5% 5% Mass. Plate Glass . 30 30 30 
y illness, Hpawkeye-Sec. _ ......... . 70 70 67% Mercantile Sec. .... -- 12% 11 12% 
“* “Home Benef. Life y |: ees Michigan Life Ee 300 275 
rved the agime Life, Pa. ......... 100 100 105  §Mid-Contin. Life, Okla... 60 60 55 
on in va Home Owners Life 8% 1M 4% Midwest Life 750 800 800: 
Home Sec. Life ... ae a | Cee Mission, Cal. 9% 11 10% 
cecutive caly, Mid. Cont. Life . 38 ais i Mobilife oye s 4 2% 
s since 19 ae vay 32 28 22% Mutual Savings Life - 1% The 6% 
he emigraff 3% 2% 25 Natl. Am., Nebr. ...... 160 160 
‘anada from 29% 29% 34% Natl. Am. Life, La 3Y% 2 
g : > 50 48 48 Natl. Bankers Life .. 45 63 
d. He wafnter-Ocean Reins. ......... 43 50 60 Natl. Educators Life 6% 6% 
ted assist§interstate Life & Acc. .... 105% 9 7% Natl. Fidelity Life .. 17% 15 
SSM estors Sec. Like nnn en woes 3% Natl. Home Life ...cc0. come euee 9 
>cretary gal Standard ..... ea aes Natl. Indem., NeD. ccc cee seen _ 8 
secretan ett Natl. Life. ....... 18 18 17% Natl. Life & Health 4 2. 
ennesaw Life & Acc. 2% 2 1% Natl. Life, S. D. ................. ae 3 
he associaky. Central L.&A. 11% 13 10% Natl. Life & Health, Ida. 25 BV sssns 
a  ° or 3 Natl. L. & C., Ariz. ...... 25% 3 2% 
anager aMnerty L.&A., Mich... _... 2 1% Natl. Public Serv. 120 120 116 
tutive vicdfiberty, Tex. 0... 834 8 7 Natl. Security, Ala. ....... 6% 434 5'% 
iberty Life, S. C. 20 17 14 Natl. Security Life, Ind. 42 3% 2% 
iberty Natl. Life ... 60 56 59%2 Natl. Stand. Life ............... T° en > 
ife Assurance, Pa. 14 1842 17 Natl. Union Life ... 4% ae Sia 
ME TG, CO, FIA. wo esccnssics. sseses, —sssasen = =. gg Pa A oe pas 
i i caudemaekeen:: vanatee. | |) -seudbiaie ebr. atl. Lite ....... /2 y 7 
™ ia. gh = 2% 3% No. Am. Life & Cas. ....... 120 130 132 
Noe 
Comments On The Insurance Field 
e e 
uate ot From The Investment Dealer’s Chair 
an. 3, 
Bid Aske By LEVERING CARTWRIGHT 
oe $ Cartwright, Valleau & Co., Board of Trade Building, Chicago 
30% Insurance Securities Trust Fund of San Francisco finds that for the first 
15% nine months of 1960 the combined loss and expense ratio of the fire-casualty 
a companies whose stocks it owns was 99.3. This compares with 99.2 for the same 
21 period last year. The loss ratio to premiums earned was 62.3 against 61.5 and 
400 the expense ratio to written was 37, as against 37.7. Net investment income was 
= up 9.6%. By quarters in 1960 the combined loss-expense ratio was 99.5 for the 
Ys first quarter, 96.8, second and 101.5, third. 
1814 Blyth & Co. prepared a tabulation of nine month results for 50 companies, 
42% graded according to composite results. Heading the list is Seaboard Surety, 
= 81.8; then come Hartford Steam Boiler 84.7, with an improvement of 4.7 points; 
555 Fidelity & Deposit 86.3; Federal 93; Travelers Indemnity 96.5; Ohio Casualty 
230 94.8; Pacific Indemnity 95.1; Security 95.4; General Reinsurance 95.9, Em- 
a% ployers Reinsurance 96. 
39 . Kidder, Peabody & Co., put out a similar study. They say that the average 
60 third quarter loss ratio of the companies was 6 points greater than it would 
bes otherwise have been had it not been for Donna. For the year as a whole Donna 
‘ cost about 14% points. Kidder, Peabody thinks that a further improvement in 
90 *. . . . . 
53 operations is likely due to the halting of inflation, higher rates, greater selectiv- 
ity and lowering expenses. 
42Y, oT =a : 
45 . The year closed on a firm but quiet note for insurance stocks. Travelers and 
28% Aetna Life came into great favor after penetrating the barrier of the high 80s. 
Aetna Life reached 971% bid, with Travelers at 934%. Lincoln National went on 
down to 223 after its recent runup to 255 and there met support. It closed the 
year at 230. St. Paul at 61 bid was a strong spot. Many of those who received 
CS their checks on tenders of New Amsterdam Casualty to the Gengras group at 
64 reinvested in insurance stocks. Standard Accident was selected by many 
and this was at 47% bid. NAC was regularly traded at 62 bid. Jefferson Stand- 
xi gh ard Life ran up 4 points to 44 plus, and closed at 42 bid. Life Insurance Com- 
- ie pany of Virginia was strong with a bid of 56%. This was up about 3 points. There 
BR, , was a special offering of 5,000 shares of Federal by Blyth & Co. at 58. Kansas 
ded | City Life continued strong and was 1350 bid. Hartford Fire went on up to 57%. 
" pees d Security of New Haven ended the year sellers, with stock offered at 55. 
ted aa There were rumors of the possible acquisition of Atlantic Life by one of the 
most progressive life companies in the country, and the stock of Life Com- 
year ¢ ; a as 
osmen § Panies, Inc., which owns Atlantic Life, was sought after. 
Laie Franklin Life reached 80 and then backed away 3 points. Great American 
vith Life underwriters touched 800. Wm. H. Tegtmeyer & Co., Chicago, has put 
acquai out a study on GALU, observing that through these shares in effect, one in- 
he com directly buys Franklin Life stock at a substantial discount. Southland Life 
ities f@ ‘S very strong and at 90 bid was 10 points higher than its very recent price. 
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peperal America Corp. was a favorite at about 160. 
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Paine, Webber, Jackson & Curtis Ji the St. Paul office has prepared a 
study on North Central Company, which owns North Central Life. This 
stock was offered a few months ago at 7 and it is now 9% bid. 

Variable Annuity Life, which was a target for tax selling and got as low as 8 
bid, attracted bargain hunters and perked up half a point. Variable Annuity 
realized $10,800,000 from its public offering of 1,000,000 shares. This means 
that if all the stock could be acquired at the current price one would in effect 
be buying this fund for $9,000,000. 

American Life Companies, Inc. of Fargo, N.D., started trading at 8 bid, offered 
at 814. This owns American Life & Casualty of Fargo and a majority of the 
stock of Old National of Houston. 

American Motorists took the novel action of declaring a 5% stock dividend. 
This was in lieu of the customary quarterly cash payment of 6 cents. The stock 
was quoted at 17 bid ex-dividend. Am. Motorists for the nine months had a 


combined ratio of 87.5, as against 90.8 in 1959. 





















































Company 12/31/59 6/30/60 12/30/60 
Northeastern Life .... 34 25 17 
North Central Co. wee ee tees 9% 
Northern Founders, N. ‘D. satis ; Seer? 
Northern Life ...................... 134 130 
Occidental Life, N. C. .... 1% 4% 5 
Ohio State Life 62 4342 40 
Oil Industries Life ............ 18 15 12 
Old American, Wash. .... 31 32 28 
Old National, Tex. .... 6% 9% 9 
Olympic Natl. Life 45 43 42 
Oxford Life ................ 1% Ve 5% 
Pacific Mutual Life 11% 11 11% 
Pacific National Life 18 1834 15% 
ttPac. NW Sec. ........ 118 115 125* 
Palmetto State Life 19 18 18 
Paul Revere Life ... 59 BO hase 
Peninsular Life ....... 6 334 3% 
Peoples Life, D.C. 40 3542 34% 
Perpetual Life a cee seats % 
Phila. United me - 25 25 30 
Pilgrim H. & L. ..... 250 Tees 
Pilgrim —_— Ill. 4% 5 45% 
Pilgrim, 3 342* 5% 45% 
Pioneer i 5 tae 25 18 18 
Pioneer Life & Cas., Ala. 634 7 5% 
Piedmont Southern Life aia | aah 58 
Postal Life oo... cesses 17% 15 16 
Preferred, Mich. ..... 134% 144 11% 
Pref. Risk Life, Colo. 2.0.0 cc. css 4 
Pref. Risk Life, Ark... ee cece 2 
Producers Life, Ariz. ...... 5 CH 
Prof. & Bus. Men’s ........... ek tea 
Provident Life, N. D. 75 77 75 
Protective Life ............. ~~. 52 44 45 
Protective Sec. Life 00. kee cee 25 
Pub. Savings Life, S. C. 7 7 4% 
Pyramid Life, N. C. ........ 4% 4 356 
Pub. Savings, Tex. .. 5 5 5% 
Quaker City .......... 1034 11 10 
Quaker City Life .. acdetiue’ ” = Sesale 44 
Reliance Life, Ga. >, 
Reliance L. & A., Tex. .. 1% 1% 1% 
Reins. Invest. Corp. ........ 4% 3% 2% 
Reserve Life, Tex. ............ Ce ee hala 
Rio Grande Natl. Life .... 40 40 44 
Rockford Life i ae 33 34 
Reserve, IIl. ......... jetta eee 12 
Sam Houston Life 4 234 2% 
Seaboard Life ..... 7M 6 5% 
SO ccssrctceractaccotiscicseniaces sissy) ocaaks 21 
Security Am. Life .. 4 3% 3% 
Security Life, Ga. .. 13 10 10 
Security Life & Acc. ........ 51 42 44 
Security Life & Trust ... 59 4512 51% 
Security Life, Miss. .0....0 46 (0 coe ee 
Selected Risks, N. J. 35 35 36 
Selective, OMIO .....cccccccccsce cecece  csenes 16 
Service Life, Tex. .. 10 13 9 
Service Life, Neb. .. 5% 412 5 
South Coast Life ...... 4% 3% 3% 
Southern Aid Life .. 17 "mn 
Southern Life, N. C. a ee 
Southern Natl. Life, Tex. 4 4 4% 
Southern States Life ...... 9 914 10 
South. F. & C., Tenn. .... 4% 4'2 5 
Southern Union Life Ww % 204 
SW An. Life ................ “ 2% 1% 1% 
S. W. Indem. & Life 4 3% 354 
SW Reserve, Tex. ...... 7 5 
Standard Fire, N. J. .. ont: reo 100 
Standard Life, Miss. CD. acts can 
Standard Security Life .... 1% 7% 8% 
Standard Union Life ........ 3% 342 2 
State F.&C., Fla. 1% 15% 1% 
State Life, Colo. viens! -gata 1% 
State Life, II. ... 6 5% 5% 
State Natl. Life .. 29 29 30 
State Capital ............. 30 29% 26%4* 
State Res. Life, Tex 36 \ ae 
Stonewall, Ala. ........... 43 43 43 
Superior Life, Pa. ............ 100 121 ale 
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Company 12/31/59 6/30/60 12/30/66 
Supreme Life 27% 28 

Surety Life, S. 190 wa 

Surety Life, Utah .. 160 180 

Tenn. Valley Life 10 11 

Texas Life ............. 37%2 38 

Traders & Gen. ee 
Transamerica ...... 29 2534 

Truck Und. Assn. 30 28 , 
Union Bankers, * 00 354 6% 6% 
Union Labor Life ...... , ee ees 
Un. Trust Life, wis. 7 6% 6 
United Am., Tex. idiakinsddes, ~ diene 9 812 
United Am. Life, Colo. .. _...... 14 14 
United Bankers eee a a 10 7 6 
United Ben. Fir a re 9 
United Ben. Life™ me 750 650 735° 
United ee sine Silos oo. Salida 3% 
United Home, Ind. 16 15 14 
United Fidelity Life 70 | Joe 
United L. & A. .......... 375 385 375 
United Nations Life .....00 wee 1% 
United Pacific ............ 21 21 17% 
United Serv. Life 49 46 49 
United Fire, N. Y. ——— 40 45 
United Founders Life ... 90¢ 85¢ 1.05 
Univ. Guar. Life, La. ........ 3 3 3 
Universal L. & A., Tex... 70 70 71 
Univ. Natl. Life ane 25% 25% 2'2 
Univ. L. & A.. ce ai 1% 
Victory Life ..... 90 80 93 
Vol. State Life . 55 56 57 
Vulcan L. & A. ...... 20% 16 16 
West. Heritage Life cai -aaihlaaen pa Ox ena Ww 
West. State Life, N. D. .... 12% 13 14% 
Western Surety ........... 250 0 
, Ne : 13% 
WRIT Sai ccccecccscrececscssonecsece 71 70 50 


*Offering price 

+Holds New Amsterdam Cas. 
tHolds Sunset Life 

++Holds Bankers Natl. Life 
ttHolds Northern Life 


Life Of Miss. Merged Into 
Certified Life, Shreveport 


Life Insurance Company of Mis- 
sissippi, Jackson, has been merged 
into Certified Life Assurance Co., of 
Shreveport. Both companies were con- 
trolled subsidiaries of Certified Credit 
Corp., a Columbus, O., consumer fi- 
nance and investment company. 

Certified Life, the surviving cor- 
poration, has capital of $250,000, sur- 
plus of more than $300,000 and assets 
exceeding $1 million. It will remain a 
subsidiary of Certified Credit. 

Dan Armel, president of Certified 
Credit, becomes chairman of the 
merged companies, Thomas M. French 
Sr., senior vice-president of the par- 
ent organization, becomes vice-chair- 
man, and Louis F. George, Certified 
Credit’s vice-president in charge of 
insurance operations, is named presi- 
dent of the surviving subsidiary. 
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@ A complete new line of low cost life insurance 
policies featuring graded premiums and lower rates 





for women. Commercial, Guaranteed Renewable, 
Non-Cancellable Accident and Sickness policies. 
Liberal Check-O-Matic. 


@ Substantial training tools, including career compen- 


sation, production incentive plans, excellent training 
program. 


WALTER H. HUEHL, President 


@ Liberal commissions, training allowance, lifetime service 
fees, Group Life, Hospitalization and Major Medical, non- 
contributory pension. 

Company's 55-year record is unexcelled in quality and service. 


ARNOLD BERG, C.L.U., Agency Vice President 
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FeNATIONAL UNDERWRITER 


Urges Step-Rate Tax To Avert Revolt Against OASI 


(CONTINUED FROM PAGE 1) 
might come. It could occur before 1969; 
it would emerge slowly. The schedule 
of triennial increases of one-half of 
1% already provides that the tax rate 
shall be boosted from its present 3% 
(of $4,800), to 3%% in 1963, 4% in 
1966 and 44%2% in 1969. (This schedule 
can be changed, as no contractual ob- 
ligation of government is involved.) 
Apparently the actuarial value of the 
benefits is already less than the ac- 
tuarial value of the taxes to be paid 
for a self-employed person entering 
the system at age 20. 

There are at least two reasons, how- 
ever, why OASI will not necessarily 
face quite the same death knell which 
the fraternals faced when the (uni- 
form) assessment premium rate began 
to approach the level premium rate for 
a person of age 20. First, there is the 
sovereign power of government which 
can compel all young people to join 
the system. This is inherent in sov- 
ereignty; the power to tax is obvi- 
ously a basic power of government. 

This difference, however, can be 
over-emphasized, because in a demo- 
cratic society the young have the right 
to protest. It would appear quite clear 
that the time is coming when they will 
protest, at least against paying the 
same rate of tax as older workers who 
will pay into the OASI trust fund many 
fewer years. The development of this 
protest by youth could occur before the 
end of this decade. 

There is a second reason why the 


approach of this danger point may be 
forestalled by future changes in the 
social security act. Mention has al- 
ready been made of the possibility of 
developing maternity benefits and child 
endowment benefits which would di- 
rectly benefit young families. Such 
changes in the social security act now 
appear to be very unlikely. 


Can Prevent Revolt Of Youth 


The possibility of reducing or elim- 
inating this revolt of youth by keeping 
before the young people the prospect 
of amendments by Congress in the fu- 
ture, increasing the benefits before and 
after retirement, is another matter. 
The history of successive increases in 
the benefits in the past decade does 
strongly suggest that young entrants 
at age 20 would lessen their protest 
against their unfair share of the tax 
burden if they thought that they might 
later gain the advantages of increases 
in benefits enacted by Congress in the 
1960s and, indeed, in the 1970s on a 
scale comparable to the increase in 
benefits enacted by Congress during 
the 1950s. 

This process of almost continuous 
increases in old age pensions alone 
raises a number of very fundamental 
questions for our society. It implies to 
the young that we who are older have 
been requiring transfer payments from 
them and the way for them to get even 
is to “go thou and do likewise” to the 
generation which follows them. 

Such a standard of exploitation of 
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GENERAL AGENCIES 


DIRECTOR 


A well-established combination Life Company in the Middle 
Atlantic area has an outstanding opportunity for a man capable 
of administering and building its growing General Agency 


Applicant must have a successful record in selling, recruit- 
ing and training. The company is beginning its second century 
with over $1,100,000,000 in force, and a large scale expansion 
program offers unlimited opportunities for career growth. 
The starting salary will be based on your qualifications, with 
the future limited only by your performance. 


Our staff is aware of this announcement. All replies will be 
held in strict confidence. Please send a detailed resume of your 
experience and qualifications to Box V-54, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 








TRAINING 
ASSISTANT WANTED 
54-year-old company operating in 9 west- 
ern states needs qualified training 
assistant. Excellent opportunities for ad- 
vancement into executive positions. Submit 
complete resume. 


Write V-48, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 


ACTUARY 


Wanted by established Midwestern consulting 
actuarial firm—F.S.A., A.S.A. or student with 
four parts, preferably under age 30 for inside 
professional duties. Pension experience desir- 
able but not necessary. New offices, full em- 
ployee benefits including bonus, pension, major 
medical and life insurance. Salary commensu- 
rate with background and ability. Replies kept 
confidential. Write to V-53, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 








UNDERWRITER 


Opening for underwriter with 2-5 years expe- 
rience in Life or Life and A & H Underwriting. 
Salary open. Write, giving details in first letter 
on education, experience, salary requirements, 
etc. Henry H. Wanke, Chief Underwriter, Secu- 
rity Benefit Life Insurance Company, 700 Harri- 
son, Topeka, Kansas. 








ASS'T TO THE PRESIDENT. Expanding Detroit 
life company with 150 million in force needs 
man for general administrative responsibilities. 
Group and Creditors service and claims back- 
ground helpful. Salary open. Apply to Y-52, 
National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Illinois. ; 














the young, with a somewhat ruthless 
type of justification, will surely lead 
to grave consequences. At the very 
least, it will place our society on a 
most uncomfortable treadmill of time. 
Add a dose of inflation, and even an 
affluent society might go adrift. It need 
not happen if we profit from the fail- 
ures of the early fraternals. This low 
level of social morality has enormous 
implications which cannot, however, 
be treated in this short article. 

In this short essay on the emerging 
social security principle—the image— 
opposing arguments must be left to the 
students who differ with this deline- 
ation. One view, however, requires 
some brief comment. In the literature 
on social security, particularly in Eng- 
land, equating cost and value at age of 
entry has been regarded as a desira- 
ble feature. As stated above, OASI 
taxes and benefits for a new entrant 
at age 20 are approaching actuarial 
equality—the value of lifetime taxes 
(of both employer and employe) is 
approaching 200% of the value of life- 
time benefits to the employe. 


Speed In Equalizing Desirable 


According to this opposing point of 
view, the sooner this equality is 
achieved, the better; the attainment of 
this equality marks the emergence of 
a more stable period. (Aggregate taxes 
are currently equal to only two-fifths 
of aggregate actuarial costs—the tread- 
mill of time.) It is believed that the 
young will protest and will request at 
least a step-rate, lower tax rate for the 
young. 

The power to levy uniform or grad- 
uated taxes on the wages of covered 
persons is beyond question one of the 
inherent attributes of sovereignty. The 
protest of the young—withdrawal of 
membership and refusal to join— 
against the old fraternals wrecked 
those early voluntary experiments in 
assessmentism (the present social se- 
curity principle). The young entrants 
can not be expected to protest as long 
as they are taught falsely that the 
social security principle is the insur- 
ance principle. 


Step-Rate Would Help 


One of the reforms which prolonged 
the: existence of some fraternals by a 
decade or more can be adapted to 
strengthen and prolong the OASI 
system. One type of amendment— 
changing the tax rate but not the ben- 
efits—could forestall the danger point 
comparable to that reached in the 
development of fraternal assessment 
societies, all of which have either gone 
into bankruptcy or have been reor- 
ganized on a legal reserve premium 
basis. Such an amendment would call 
for a step-rate tax plan instead of the 
present flat rate of tax regardless of 
age. 

The OASI tax rate could be reduced 
from 3% to 1%% for those under 32 
years of age, with the rate for those 
32 to 49 years remaining at 3%, and 
the rate for those 50 and over in- 
creased to 44%. The maximum annual 
taxes would be $72, $144, and $246, 
instead of $144 for all employes. 


Three Steps Would Be Limit 


Theoretically, 47 stairsteps in the 
tax rate between ages 18 and 65 would 
be desirable but three stairsteps might 
be as many as government could ad- 
minister. (The chairman of the House 
committee on ways and means and 
staff members of the Social Security 
Administration have indicated to the 
author the administrative problems 
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involved in this three-step proposare presen! 


especially the proof of attained age 
According to the data available, th 
decrease in the revenue resulting fro 





the reduction in the tax rate for thh, pec. 31, 
younger workers would be offset by thpan- : La? 


increase in the revenue resulting frogyyn. 1, 1966 | 
the increase in the tax rate from 3 tpec. 31, 196 
414% for persons 50 years of age anf » ies 
over. The aggregate revenue would ng 
be increased or decreased; and obyj 
ously no change in benefits. 
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in order to preserve the neutral effe =—_ be 
of the three stairsteps on ageregatd a i 
revenue. om = 
0 . 

The advantage to the younger tax Reed to. 


payers would come from collecting 


additional revenue from those who a apap | 
now 50 years of age or older. The ella 
sooner this amendment can be enactedf _ 9 
the greater will be the reduction o 

the tax burden for the younger work —_— 
ers. Also, immediate action will helm 

to make the social security systen | 

more secure and postpone the evil da 


when, at least theoretically, the young 
entrant could purchase the protection 
for a lower premium than the taxe 
he is scheduled to pay. 
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Prudence Flus Justice at 


These are prudent considerationsj RICHMOND 
quite apart from the essential justicel] poprianb 
of charging those who are going to pay 
into the OASI trust fund many years 
a lower amount per month than those 
who are going to pay in only a few C 
years. Obviously, such an amendmen 

would have to provide that the em- 

ployer’s tax rate would be the same 

regardless of the age of his employes, 

Apparently this average rate would 

currently be about 3%, then about 3% 

in 1963, 4% is 1966, etc. The willing-§, 
ness and ability of workers in the age 

50 and over group—the group with 

relatively low family expenses, senior- 

ity job rights, high savings, and high le 
incomes—is a separate subject. Their 811 Ame 
stake in OASI is most immediate and 
most pressing. 

Rates Would Be 134%, 314%, 514% 

This three stair-step rate would ] 
imply that in 1963 the new tax rates 
for employes would be 13%4% (of $4,800, 
or less) for the youngest age group, 
3%% for the middle age group, and 
5% for the group aged 50 and over; 
the maximum annual employe taxes 
for the three age groups would be 
$84, $168, and $252, instead of the uni- 
form $168 for every attained age. In 
1966 the stairsteps would be 2%, 4%, 
and 6%, and maximums of $96, $192, 
and $288, not the uniform $192. 

In 1969 the stair-steps would be 
244%, 442%, and 6%% with maxi- 
mums of $108, $216, and $324, not the 
uniform $216. Thus the triennial tax 
increases would be one-quarter of 1%, | 
one-half of 1%, and three-quarters of 
1% instead of the uniform: schedule 
of one-half of 1% for all ages if the 
basic stair-steps of 11%, 3, and 444% 
were enacted before 1968. 


Shows Attained-Age Figures 


The proposed 1-2-3 stair-step tax 
rates for the three attained age groups 
and the annual taxes on $4,800 of 
wages through the scheduled changes 
for 1969 are summarized in the ac- 
companying table. The entries in col- 
umns (1) and (3) are; of course, taken 
from existing law; proposed changes 
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ships of a full legal reserve system. 









) proposa 
ined age 
iilable, th Actual and Proposed Tax Rates and Maximum Taxes 
Iti t Employe Employe Employe 
ng tro Employer Under 32 Yrs.* 32-49 Yrs.* Age 50 or Over* 
- — iro Dec. 31, 1962 3% ($144) 1%% ($ 72) 3% ($144) 414% ($216) 
fset by thpan. 1. 1963 to 
: y “ie . 31, 1965 342 ($168) 1% ($ 84) 3% ($168) 5% ($252) 
Iting fronhan. 1, 1966 to 
from 3 {Mpec. 31, 1968 4 ($192) 2 ($ 96) 4 ($192) 6 ($288) 
f ijan. 1, 1969 to ? 412 ($216) 2% ($108) 42 ($216) 6% ($324) 
yt age an rise = 42% rise = %4% rise = 2% rise = %4% 
would no ” = $24 ” = $12 “= ” = $36 
and obvi * The self-employed rates and taxes would be, of course, one half higher. 

































This 1-2-3 stair-step tax reform 
vould create a more equitable and 
tronger system, and would correct one 
iff the sources of failure of fraternal 
essment life insurance schemes 
which the social security principle now 
osely resembles. This tax reform 
, requi would reduce the transfer payments 
he midaig?o™ the young to the old to a small 
above_pxtent- The tax rate for new entrants 
ral effect” 1969, 244%, would be only one-half 
aggregatq! the scheduled flat rate and well 
below the danger point. This reform 

ould initiate a series of reforms de- 
kigned to provide a more equitable dis- 
‘ribution of the tax burden. It is too 
fate to even hope for a full prepayment 
Rystem with the equitable relation- 
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LXUM 


This 1-2-3 stair-step tax pr»posal is, 
indeed, a very modest reform. It would 
slowly reduce the public charity ele- 
ment. It would leave complete ration- 
alization of the reformed OASI, how- 
ever, to such non-insurance considera- 
tions as philanthropic motivations, eco- 
nomic growth, inflation, the aging of 
the electorate, the apparent slowdown 
in the lengthening of life. 


Other Reforms Worth Studying 


There are other reforms which might 
be considered along with the three 
stair-step rates of taxation outlined 
above if this delineation of the social 
security principle is correct. First, all 
publications and releases of the Social 
Security Administration should prop- 
erly describe the social security prin- 
ciple and not call it an insurance prin- 
ciple unless the word assessment is 
used therein. 

Second, it might be well to abandon 
the use of the term, “actuarial sound- 
ness,”’ which has no particular appli- 
cability to fraternal assessment insur- 
ance. This comment implies no dis- 
respect for the very fine actuarial 
studies that have been published by the 
Social Security Administration. It may 
continue to be necessary to look about 
10 years ahead in judging the merits 
of contemplated changes in the social 
security act. 

“The retirement test should be 
changed to strengthen the other re- 
forms. If persons who continue to work 
between age 65 and 72 were permitted 
to receive a pension for which their 
own personal taxes had “prepaid” the 
cost, it might be possible to ease the 
political pressure on Congress to con- 
tinue weakening the retirement test. 
Although the maximum “prepaid” pen- 
sion of $7 a month computed above 
would rise in the future, it can be con- 
tended that the weakening of the re- 
tirement test is going to produce a 
trend towards Townsendism and very 
high costs. 

The fundamental purpose of the so- 
cial security act (by 1940) was not to 
pay pensions when a person attained 
age 65 but on the further condition 
that he also be retired from employ- 
ment. These changes in the retirement 
test have, of course, helped to under- 
mine the validity of many of the fine 
actuarial projections that have been 
published from time to time by the 
Social Security Administration. 


Hike Old Age Assistance 


The social security (OASI) principle 
is fraternal assessment insurance 
backed by the sovereign power of tax- 
ation and a claims fluctuation fund 
(OASI trust fund). Functionally, this 
principle differs little from old age 
assistance, and it involves large trans- 
fer payments from the young to the 
old. A 1-2-3 stair-step tax rate, re- 
placing the present uniform flat rate 
for all ages, would strengthen OASI. 

In this brief article it has not been 
possible to submit more than a se- 
lected group of facts bearing on the 
heart of the question. Certainly one 
of the major needs at the present time 
is to stop, look, and listen before ad- 
ditional benefits are enacted and the 
tax rates are increased. This is an ex- 


cellent time for a full-scale study and 
review of the social security system. 

Ours is the first century of the long 
life for the many! OASI is far too 
important to warrant only a patch- 
workquilt future. Whither is it to go? 
Is it to go down the road of Town- 
sendism? Is it to repeat the errors of 
fraternal assessment life insurance? 
Will savings at retirement increase as 
the Great Depression recedes further 
into the past? Is this “contributory” 
system the final answer? 

Does it create too much pressure for 
more benefits because of the illusion 
that present benefits “are mine, I have 
paid for them?” Since OASI resembles 
old age assistance, would some merger 
under budgetary control (as in Aus- 
tralia) be superior to our two systems, 
one “contributory” and one _ public 
charity? Or should the “contributory” 
system be reformed and continued 
while the “noncontributory” system 
proceeds toward some lower asymp- 
tote? 

Can a reformed OASI provide rea- 
sonable security for old age (and rea- 
sonable protection before retirement) 
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based upon a reasonable distribution 
of the tax burden and the inherent 
attributes of sovereignty? These and 
related questions can only be properly 
answered by a full-scale study of the 
social security system, particularly of 
OASDI, and the manner in which it 
has functioned since its beginning. That 
study has not, in our opinion, been 
made. 


Inter-Ocean Open House 
At New Home Office 


An open house was held by Inter- 
Ocean at its new home office at Cin- 
cinnati. 

The new building has three floors 
plus basement and will provide 38,000 
feet of usable floor space. It is framed 
in steel and constructed of limestone, 
granite, concrete, glass and alumi- 
num. Off-street parking will accom- 
modate 90 cars. 

Since the end of October, the com- 
pany has been occupying the basement, 
ground and second floors. Most of the 
lobby floor is available for lease. 
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GATHERING DUST? 


If an underwriting problem was the reason then it will pay 
you to check with Manufacturers Life. Our experience and — 
facilities have turned many a “dusty” file into shiny income. 
How? Here are seven of many ways! 


Liberal underwriting of substandard risks 
Older ages—select lives to 80 
Low premium life contracts par and non par 
A wide variety of low premium term plans 
Single Premium Immediate Annuities—high 
returns per $1000 deposit 
Foreign Travel and Residence coverage 
e Outstanding reinsurance facilities 
BRANCHES IN THE FOLLOWING CITIES: Baltimore e Boise e Boston e Chicago 
Cincinnati e@ Cleveland e@ Columbus e Denver e@ Detroit @ Flint e Hartford 
Honolulu e Indianapolis @ Lansing @ Los Angeles e Miami @ Minneapolis e Newark 


Oklahoma City e Philadelphia e Phoenix e Pittsburgh e 
Saginaw e SanDiego e@ SanFrancisco @ Seattle @ Spokane e Washington, D.C. 


THE 


MANUFACTURERS 
LIFE COMPANY 


e HEAD OFFICE (Established 1887) TORONTO, CANADA 


Portland e Richmond 
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AAUTI Elects Gregg President At Its St. Louis Meeting 


(CONTINUED FROM PAGE 1) 
administrators and special consultants 
will be invited to become members. 
The first meeting is tentatively sched- 
uled for Indiana University, Feb. 23-26. 

In his presidential report, Mr. Hedges 
warned against hastily put-together 
and initiated teaching programs de- 
signed to court favor with, or to mollify, 
critics of higher education in general 
and education for business in particu- 
lar. 

“This has been done sometimes,” 
Mr. Hedges stated. “I fear that without 
first determining the goals to be 
achieved or relating the program to 
the special situation of the institution 
itself, not only is it possible that much 
of value in the curriculum will be 
discarded and lost, but often the effect 
on the faculty is disastrous.” 

Stressing that he was not opposed 
to change, the speaker said he did 
believe that it was essential to the 
survival of education for business at 
the college level and of insurance as a 
significant part of such education. 

Change, Mr. Hedges pointed out, 
should be based on the objectives and 


the goals of education for business— 
and the means by which these goals 
are to be attained. Such goals, he said, 
are to prepare students for (1) the 
intelligent exercise of management 
responsibilities, and, in some instances, 
(2) the carrying on of specialized bus- 
iness activities. 


Discusses Goals 


In discussing the means by which 
such goals may be attained, Mr. Hedges 
said that for many years a great deal 
of the subject matter taught in the 
business administration curriculum 
was almost purely description. This 
was true even of the functional areas 
of production, marketing and finance, 
the “so-called core.” 

But in the last decade, more or less, 
certain significant changes have oc- 
curred, he said. The field of manage- 
ment theory has assumed greater im- 
portance, bringing with it a new 
action-orientation and an emphasis on 
quantitative decision-making. More 
recently, greater attention has been 
paid to the behavioral sciences, with 
the goal of a better understanding of 


“SMARTEST MOVE OF 
THE DAY, DAVISI” 


uy alee ae 


Smart of you to choose Life & Casualty 


of Tennessee for your group insurance case, 


Davis.”’ 


“Thank you, sir. But since L & C offers.such 
a complete line of group coverages, such as 
Major Medical, Creditor Group Life, Bantam, 
and the like, there was really no choice.”’ 


Jim Rundle 
Group Insuronce Director 



















the human factor in business. 

Mr. Hedges said it was imperative 
that insurance teachers improve their 
ability to contribute to the primary 
ebjective of education for business 
management. Perhaps even more im- 
portantly, it will be necessary to make 
a convincing case for the essential 
character of insurance education. 

The speaker admitted that insurance 
teachers are at a serious disadvantage 
in reaching large numbers of students 
as compared with those fields con- 
tributing directly to the core work, 
both from the standpoint of the “cap- 
tive” market offered by the required 
courses and from the standpoint of 
majors recruited from those courses. 


Suggests Introductory Course 


As to what steps should be taken 
to improve the “competitive” position 
of insurance teachers, Mr. Hedges sug- 
gested an introductory course of per- 
haps only a single semester. Such a 
course would identify and differentiate 
between the two types of risks—those 
deliberately assumed as a part of the 
price to be paid for the opportunity to 
seek a profit through business enter- 
prise, and those inevitably encountered 
as a result of owning property and 
conducting business operations; con- 
centrating on the latter, students would 
outline in some detail the possible 
methods of handling, applying tradi- 
tional utility theory plus techniques 
adapted from statistics, mathematics, 
game theory, engineering, behaviorai 
science and law; they would also anal- 
yze risk to determine the most effec- 
tive methods to be employed in par- 
ticular situations; examine the insur- 
ance principles, practices and coverages 
applicable to those risks lending 
themselves to treatment by the insur- 
ance method. Student involvement 
would be secured by applying a prob- 
lem-solving or decision-making ap- 
proach to selected problems or cases 
simulating actual business situations. 


Hedges Concludes 


Mr. Hedges concluded by saying that 
the approach he had suggested might 
very well result in the emergence of a 
new and revitalized discipline of insur- 
ance, closely integrated with both 
economic theory and the emerging 
science of business administration; 
in addition, it would be something uni- 
que in itself in the principles and 
practices to be employed in dealing 
with risk. 

At the luncheon Thursday, Walter 
G. Dithmer, midwest regional director 
Insurance Information Institute, spoke 
on the purposes and functions of his 
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organization. 

It was noted at one session that} 
applicants for fellowship, scholarships, 
and teaching or research assistants, 
with financial assistance up to +308 
and remission of non-resident tuition, 
are being solicited by University of 
Wisconsin for its curriculum in risk, 
insurance, and_ actuarial science, 
Grants for financing the program come 
from 13 insurance companies and as. 
sociations. 

The school offers one and two year 
programs leading to a masters of busi- 
ness administration, or a master of 
science in actuarial science, and a doc. 
tor of philosophy in commerce for 
those preparing for teaching or re. 
search in risk, insurance, or actuarial 
science. 

The 1961 annual will be held in 
New York City, Dec. 27-29. 





Guardian Reduces Rates On 
Non-Can Disability Plans 
Issued After Jan. 1, 1961 


Guardian Life has reduced gros 
premium rates on all non-cancellable 
disability policies, effective Jan. 1, 
The reduced rates will apply to all 
“Reliance,” “Income Guardian,” an 
“Income Defender” policies issued 
after that date, regardless of applica- 
tion date. Policies issued prior to Jan. | 
will not be affected. ., 

The reduction is the result of fa- 
vorable experience on these plans, 
which has resulted in dividends some- 
times as high as 15%. With the lowe 
premiums, the first-year dividend on 
non-can disability plans issued after 
Jan. 1 will be eliminated. Policies is- 
sued during 1960, at the former gross 
rates, will pay first-year dividends in 
1961. Subsequent dividends will be 
based on experience, and equity will 
be maintained between old and ne 
policies by means of different dividend 
classes. 








NALU Midyear Hotel Room 


Reservations Being Taken 


Room reservations for the 1961 mid- 
year meeting of NALU, April 16-20; 
at Ft. Lauderdale, Fla., are being 
accepted by the hotel. 

Hotel reservation cards have been 
mailed directly to members of the 
NALU national council and local and 
state executive secretaries. Other per- 
sons planning to attend the midyear 
meeting may obtain information on 
accommodations and rates by writ- 
ing to the Galt Ocean Mile Hotel, 3200 
Galt Ocean Drive, Ft. Lauderdale. 
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ATELY I HAVE BEEN giving thought, with much satisfac- 

tion and pleasure, to the happy fact that the life under- 

writer’s market is constant and dependable because men always 
buy life insurance. 


With changing times and changing conditions, the impel- 
ling reason for the purchase of life insurance may change, but 
the result is always the same, and so is the underlying reason: 
So long as life is uncertain, so long as men love their wives 
and children, and so long as income is necessary to continued 
existence, men will always buy life insurance. 


Perhaps the most satisfying aspect of this fundamental 
truth is the fact that men buy life insurance, in this modern 
complex economy of ours, not just for the reason on one side 
of the coin or the other, but—happily—for the reasons on both 
sides of the coin. 


For example— 


A MAN BUYS LIFE INSURANCE because he is under social 

security or because he isw’t under social security; because 
he is under social security, and desires to supplement, protect 
and preserve the social security benefits which may be his; or 
because he is not covered and must create his own social 
security instead. 


A man buys life insurance because times are good or 
because times are bad; because times are good and he and all 
his friends are confident and optimistic, and money is plenti- 
ful and he has spendable margins; or because times are bad and 
he seeks the security of life insurance—and values it more 
highly than ever as he sees the failings of other property—and 
because other investments offer low interest rates or none, and 
little or no tempting promise of capital gains. 


A man buys life insurance because income taxes are low 
or because they are high; because they are low and he has much 
or most of his income to use as he sees fit; or because taxes are 
high and he is impelled to set up life insurance trusts, to trans- 
fer life insurance ownership to others, to buy business forms of 
insurance, and otherwise to find every tax advantage that life 
insurance can offer; and because high taxes make for low net 
yields from other investments; and because they spotlight the 
tax advantages of settlement options. 


A man buys life insurance because the stock market is up, 
or because it is down: because it is up and he can buy life 
insurance out of profits or out of confidence, and to give him 
time insurance which will underwrite and protect the still 
greater profits he expects to make if only he lives long enough; 
or because the market is down and he needs life insurance to 
restore lost estate values, and because the sickly market drama- 
tizes the instability of other property and the contrasting 
security of life insurance. 


* * % % 


A MAN BUYS LIFE INSURANCE because he is under a 


corporate pension plan, or because he isn’t: because he is, 
and desires to supplement that plan to make it more adequate, 


LIFE INSURANCE EDITION 


Presented regularly in this space for the inspiration 
and enlightenment of life underwriters 
everywhere by the Life Insurance Members 
of the American General Group. 


MEN ALWAYS BUY LIFE INSURANCE 


or more liberal, or to add a death benefit; or because he has no 
pension plan and thus must create his own. 


A man buys life insurance because he has group insurance, 
or because he doesn’t: because he has group insurance and thus 
is taught the value of life insurance, and because group insur- 
ance gives him a running start sufficient to make a life insur- 
ance program seem worthwhile; or, alternatively, because he 


. has no group insurance and must create his own life insurance 


estate from the very first dollar. 


A man buys life insurance because he has money or be- 
cause he hasn’t: because he has inherited or accumulated a 
substantial estate and needs life insurance to pay death taxes, 
to provide liquidity, to distribute his estate advantageously, 
and to insure the value of his future earnings; or because he 
has no estate, no property, save life insurance, and thus he must 
use life insurance to the full because life insurance dollars are, 
for him, the only dollars he can leave to his family. 


A man buys life insurance because he owns a home, or 
because he doesn’t: because he owns a home and has an indebt- 
edness which makes the need for mortgage redemption insur- 
ance inexorable; or because he lives in a rented home or 
apartment and finds irresistible the pressure of the need for a 
rent insurance package which will provide shelter for his family 
for five or ten years after his death. 


A man buys life insurance because he cam save money, or 
because he can’t: because he can save money, and thus has 
funds available for ready investment in life insurance, and thus 
the more clearly understands that when he buys life insurance 
he merely transfers money from one savings account to another; 
or because he cannot save money, and thus has dire need for 
the gentle compulsion which life insurance affords, and the 
protection against petty temptation which it provides. 


A man buys life insurance because his wife has money, or 
because she doesn’t: because his wife has money and can ad- 
vantageously buy insurance on his life, which is thus taken out 
of his estate, and because he does not wish to ask her to live 
entirely on her own funds either during his lifetime or there- 
after; or because she doesn’t have money and therefore he must 
provide for her not merely as long as he lives but as long as 
she lives. 

* * * * * 
y® I AM BULLISH on the market for life insurance for 
many, many reasons—because life insurance is always in a 
bull market; because there are always urgent and pressing 
reasons for men to buy life insurance and keep it; and most of 
all because whichever side of the coin may show, it reads— 
“There is no substitute for life insurance.” 


Best wishes, 





Insurance In Force December 7, 1960 . . . $1,752,000,000 
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This is not a “do-it-yourself” kit! 


HERE’S almost nothing easier to come by than 
ion medical advice. 

Think back to the last time when you felt some- 
what less chipper than usual. Chances are some- 
one, wholly unqualified, but with the best of 
intentions, told you what to do or what to take 
for your “run-down condition” or “nervous state”’ 
or recurring aches and pains, 

Such advice makes it appear that the practice 
of medicine can be a sort of “do-it-yourself” ac- 
tivity. Actually, self-diagnosis and self-treatment 
can be extremely risky. 

Medicines, except for the usual household reme- 
dies, are safe only when prescribed by your family 
physician who knows their properties. 

For instance, even a ‘“‘mild” cathartic, if taken 
for what seems to be a stomach-ache—but which 


is actually an unsuspected attack of appendicitis 
—may cause serious complications. 

One of the most wasteful and possibly dangerous 
forms of self-medication is the use of over-the- 
counter reducing remedies —‘“‘medicated”’ pills, 
capsules, wafers and chewing gum. 

Although such products are often “guaranteed” 
to reduce weight quickly and easily, don’t be 
taken in by the glowing promises. Leave it to your 
physician to decide if you need any medication. 

And never take left-over medicines prescribed for 
a previous illness. Even if your present symptoms 
seem the same, you may have an entirely different 
ailment requiring an entirely different medicine. 

When it comes to drugs or diagnosis or treat- 
ment, do the safe and sensible thing—rely on no 
one but your physician. 
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